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Clever “ Limericks”---Might Even Be Used in Shoe Store Window Stunts 


“The Recorder” will print from time to time, beginning with The following limericks are submitted for the present week 
this week, a series of “‘Limericks’’ on matters of interest to the with the belief that appropriate completion may be found with- 
shoe and leather trade. Of these “Limericks” the first four out much difficulty. 
lines only will be given, leaving the final line to be furnished. LIMERICK NO. ONE 


Prizes will be awarded to the persons sending in the line 
which will most appropriately complete the verse. 

Contestants may send in as many lines as they wish but the 
decision of the Editor in regard to the winners must be con- 
side.ed final. 
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Said a merchant with Spring Goods to_order LIMERICK NO. TWO 
To another whose vision was broader: 
‘“*“With the high price of shoes 
I know not what to choose.”’ 


Said a maker of fine shoes one day, 
To another he met: “‘Tell me pray 
Why is leather so high?”’ 
And his friend made reply :— 


A merchant with auto and yacht 

Explained how great riches he got: 
** °T was this rallying cry 

The following line in this case is as follows: Caused us all to ‘get by.’ 


Said the wiser one, “‘read the Recorder.”’ bb5:44Gba 0d MAE Ce beb Nd o4s ea desawd a 
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Until Style, Extrava- 
gance and Prosperity di- 
minish we cannot stop 
the advance in the price 
of any commodity in the 
United States. Ascending 
prices are the outcome of 
terrific demand over a 
shortage of raw material 
unquestionably due to the 
War. 

Style and Fashion are 
so entrenched that sub- 
stitution has become nec- 


essary. The Leather Man is in favor of substitution if he can hold to the quality. 
It relieves the shortage, but substitution should not mean cheapening. Relief 
may come from substitution but danger comes in substitution if quality is sac- 


rificed. 


Al the meeting of the National Association of Tanners last week in Chicago 
it was unanimously urged that the same conservative judgment that had built 
up the Industry be used at this critical time and be strictly adhered to, as the 
lanner, who is rendering a great service under the shortage of raw material 
and a frantic demand for finished leather, merits the whole-hearted co-operation 
of the shoe and leather merchant, manufacturer, wholesaler and retailer, in 


maintaining a policy of conservation. 
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The Importance of Telling the Public Now 


WW the fact that women were buying 
not only higher priced, but better foot- 
wear than ever, one of the leading 
merchants of Denver says that. he 
attributes it to the good work done 
by the general press in explaining 
the reason why everything must cost more for some 
time to come. ‘ 

Boston had an example of the stimulus of newspaper 
publicity the day following the meeting of the Boston 
Boot and Shoe Club. The papers quoted one of the 
speakers as saying that shoes next Spring at $30. 
per pair would not be exceptional. The public took 
the hint and every store noted increased sales almost 
directly due to the newspaper items. 

Many shoe merchants throughout the country 
have been taking extracts from “The Recorder’ to 
their local newspaper offices and the information 
passed on to the public did much good work. One 
extract from “the Recorder’ has been reproduced in 
at least a hundred newspapers because it brought the 
subject home by the most logical argument, namely, 


Sy HEN asked how he accounted for 
7S 





that leather and meat come from the same source— , 


the food animals—and that within approximate 
limits prices for each will advance from time to 
time. 

From time to time rumblings and grumblings are 
heard from the public and we ardently wish that 
every person in the United States could read the 
following: 

“It is human nature to kick without much thinking. 
Something appears to be unjust, unfair, an imposi- 
tion, and at the moment it seems wholly reasonable 
to kick; but it may be an impulsive conclusion and 
without justification, nevertheless. 

“Take the subject of shoes. Every member of the 
family must have shoes. Shoes are costing more all 
the time, and the additional drain on the household 
purse is considerable. Human interest in shoe 
prices being universal, caustic comment and indig- 
nant revolt have followed. Robbery, unwarranted 
advantage of war conditions, another trust move, 
and the like, have been freely charged. ‘Who -gets 
the extra dollar?’ is asked. 

“Indiscriminate criticisms eases the mind, true 


enough, but it doesn’t get anywhere. A little thought 
shows that there are good and undeniable reasons 
for the higher prices asked for shoes; that the latter 
were inevitable and will go still higher; and that 
there is no big pot of gold coming to any one sct of 
people. No one person gets that bothersome dollar. 
It is so split up that only a fragment goes in a single 
direction.” 

The balance of the article occupying about a 
column of space will be gladly sent to any merchant 
who is in position to get publicity through the news 
columns of his local paper.. We also have on hand a 
number of charts showing comparative cost of leather 
and findings for men’s and women’s shoes giving 
figures from June, 1915 to November, 1916. 

“The Recorder’ was first to point the way to 
merchants on how to obtain much beneficial publicity. 
All it is, is a matter of telling the truth to the public. 


Count the Successes 


There is no doubt that many associations start out 
perhaps too hopefully. That is, they expect too 
much and try to do too much. We should say, for 
instance, that meeting once in two weeks is likely 
to be a strain on attendance. Spending too much 
time in the meetings always gets wearisome to many 
members. Long sessions sometimes have a_ bad 
effect on the roll call. 

Don’t count failures; count the successes. If you 
try to put through a dozen reforms and only one 
of them goes through, what of it? There is that 
much to the good, anyway, and you can all keep 
working on the other eleven and hoping that some 
day the score may be perfect. 

Effective associations, especially in the smaller 
towns, need not be encumbered with any weight of 
constitution or rules. The great question that 
towers above all others is simply one of frankness and 
good faith among the membership in carrying out a 
grievance. Without this no association can be 
successful. With it formal constitutions are not 
important. A written constitution is principally a 
safeguard against uncertainty and misunderstanding. 
It should be faithfully observed and yet not be a 
complicated document. 
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Pointed Back Tops the Latest Style Development 


From Toes to Top 


In a study of style it is interesting to note that the 
trade works out its ideas pretty much along parallel 
lines. For example, some years ago the development 
of style was all in the heel, then in the vamp pattern, 
then in the upper and of late in the toe. The style 
ideas in shoe building as applied to the features in 
toe and forepart ornamentation gave us the diamond 
tip, the saddle strap, and the wing tips. 

For the past six months the trade has been working 
along the lines of different shapes of tops and we have 
had circle tops, dip tops, Cavalier tops, and every 
possible cut and design. 

At present a development of style line—termed the 
pointed back—has swung into favor. With well 
fitted tops it is a most attractive cut and its fitting 
features commend it. It accents the shapeliness of 
the leg. It permits of the use of collar effects and it 
also allows the use of cloth with a top facing and 
collar serving as re-enforcement. The difference in 
height between the point at the lace stay to the high- 
est point at the back varies from 1-2 inch to 24% 
inches. 


Boston Gets Advertisers’ Convention 


The Association of National Advertisers, which 
includes in its membership many men connected with 
the shoe, leather, rubber and allied industries, is to 
meet this year at the Copley Plaza Hotel, Boston, 
December 6, 7 and 8. 

The gathering is scheduled to discuss many points 
of advertising and selling, including the handling of 
merchandise, traveling salesmen, dealer co-oopera- 
tion, window displays and advertising literature, 
factory management, “safety first’? methods, em- 
ployees’ clubs and benefit associations, industrial 
education and training, motion picture advertising, 
export advertising and marketing, and the organiza- 
tion and conduct of branch advertising and selling 
departments. 

It is understood that this meeting comes to Boston 
as a result of the efforts of a Boston man on the 
Board of Directors, R. L. Prather, advertising mana- 
ger of the Thomas G. Plant Company. Mr. Prather 
has done a great deal of work in connection with this 


meeting, and is chairman of the Boston arrangements 
committee. The meeting is expected to be notable, 
not only in attendance, but in the interest and im- 
portance of the subjects to be under discussion. 


Preparing the New Constitution 


For the National Shoe Retailers’ Convention 


To crystalize thought and formulate a program that 
will have interest and profit to all members in attend- 
ance at the National Shoe Retailers’ Association Con- 
vention, the first semi-formal meeting was called to 
discuss these matters Friday, November 24th, at 
the William Penn Hotel in Pittsburgh. 

The most important topic brought before this 
meeting was that of the proposed revision of the Con- 
stitution and By-laws. In addition to this, plans were 
discussed dealing with the constitution, the consider- 
ation of convention subjects, the papers to be read, 
speakers, and items of entertainment. A detailed re- 
port of this meeting, which is naturally of the greatest 
interest to members of the shoe trade, will be given 
later. 


Plans for Convention, Jan. 7, 9, 10 


J. P. Orr Promises Banquet 

Word has come from the West that J. P. Orr, chair- 
man of the convention committee, has succeeded in 
enlisting the full co-operation of the Cincinnati Cham- 
ber of Commerce, in the N. S. R. A. convention to 
be held January 8th, 9th and 10th, and that he has 
also succeeded in getting the Manufacturers’ Associa- 
tion of Cincinnati of Cincinnati to tender a banquet 
to the visiting delegates. He has also succeeded in 
getting Senator Harding of Ohio to address this con- 
vention. The educational features promise to be of 
exceptional interest. 


Federal Rubber Dividend 


A meeting of the Board of Directors of the Federal 
Rubber Company was held in the general offices of 
the company at Cudahy, Wisconsin, November 10th, 
at which meeting the regular dividend of $175 per 
share on the second preferred stock was declared, 
payable November 25th, 1916. 
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A Strange Customer for a Retail Shoe Store 


A Baby Elephant Suffers from Cold Feet and a Shoe Merchant Comes to 
the Rescue by Proposing Cavalier Boots 


ELLO, is this ‘The Recorder’>”’ 
“Yes, what can we do for you?” 

“T want to get a couple of pairs of 
shoes for a baby elephant who finds 
that Winter cold nip her toes, and 
she is sneezing, coughing and trum- 
peting for shoes. Not that she ever 
wore any, but I am in danger of losing a coquettish 
actress unless I can get her some slippers or pumps or 
boots. What can you suggest?” 

It didn’t take long for the Editor of ‘“The Recorder” 
to get in touch with Hollis B. Scates, Shoe Division 
Manager, of Wm. Filene Sons Co., who immediately 
volunteered -to tackle the most unusual customer 
that ever came into a shoe store. 

Now just to show the enterprise of the organization 
of this store and to point out. how the stunt was 
turned into publicity value: 

Mr. Scates made a call on the home of Miss Chin 
Chin, the baby elephant of the Hippodrome Show 





playing in Boston, and naturally the newspaper 
photographers followed. He brought with him his 
fitting stick and tape and went at it just as if Miss 
Elephant were an ordinary customer of the store. 
“Some size, a full sixteen on the stick, and as for width 
—oh, let’s callit XYZ. As for the rest of the measure- 
ments, forget the standard and call it feet and inches. 
Now just as a little point of initial publicity, a few 
words in the Filene advertisement as follows: 
“Elephant in Hippodrome show has cold feet. 
Consequently, his royal, but frigid feet must have 
shoes. Being a baby elephant, he, she or it, is nat- 
urally brought to a baby shop. Can you imagine our 
consternation when the Baby Shoe Shop was asked on 
Wednesday to make two pairs of shoes for an elephant? 
Filene specialization? Well, no! We merely under- 
took to do it as a very special favor for a very amiable 
elephant with very cold feet!’ 
After the pattern was drafted astudy was made of the 
setting of the show so that Miss Elephant’s footwear 
might be in dress harmony. A plump piece of white 
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Motor Boots for Christmas Gifts — One of the Season’s Most Distinctive Style Creations 


upper stock, a blue collar, a juniper sole, and a wool skin 
inner sole are the details around which the custom 
shoemaker in the Filene repair shop is to build the 
four monstrous boots. For stock alone the cost will 
be over $40 and the construction will be Goodyear 
welt. 

The newspapers played it up with columns of space 
and in a most facetious manner. Now as to some 
inkling as to what might be done to get the maximum 
amount of publicity out of the stunt: 

Maybe all the children of New England will be 
invited to the children’s shoe shop of Wm. Filene 
Sons on the day when Miss Chin Chin walks from the 
Opera House to the store for her finished boots. A 
special chair and a fitting stool and all the parapher- 
nalia needed. Miss Chin Chin is very patient cus- 
tomer and her keeper will certain put her through her 
paces so that she conducts herself in orderly customer 
fashion. Tis said that a battery of ‘“‘Movie’’ cameras 
will take “four feet plus five hundred of film.” 

At any rate, Miss Chin Chin will have as fine a 
pair of boots as Boston can produce, to shield her 
from the cold and from such Eastern ailments as 
fickle Boston weather produces. 


Proposed Freight Increase Denied 


At the transcontinental rate increase hearing in 
Chicago, this week, before Commissioner Daniels and 
Examiner Thurtell, William H. Day, Jr., Secretary of 
the Lynn, Mass. Chamber of Commerce,’ represented 
both the New England Shoe and Leather_ Association 
and his own organization. 


Under date of November 21 Mr. Day wired the 
Boot and Shoe Recorder as follows: 

‘*Hearings devoted to effect and justification 
of lower rates to Pacific coast terminals as against 
intermountain states. Rates on different com- 
modities not being considered. Shoes will not 
be increased by transcontinental lines in new 
tariffs to become effective January Ist. This 
means old blanket rates $2.75 per 100 lbs. from 
all points East of Missouri River not to be dis- 
turbed. This means big saving, as. increase 
asked for originally would have cost those paying 
freight on New England shoes approximately 
$200,000 annually.”’ 


Emerson Shoe Company Enlarges 


Work is to begin at once on a $.10,000 addition 
to the Emerson Shoe Company’s factory, Rockland. 
This addition is contemplated so as to permit of a 
$5,000,000 business in 1917. The company this year 
will do a business of $3,000,000. 

The addition will provide for about 800 more em- 
ployes. This addition was made possible through 
the co-operation of Alonzo W. Perry, James W. 
Spence and John Spence, all of Rockland, who now 
become stockholders in that company. Their co- 
operation keeps the business in Rockland. 

In view of the fact that this addition will bring 
extra families to Rockland, the Rockland Commercial 
Club has started a movement for the erection of 
houses to hold the new workers, the completion of the 
same to be simultaneous with the finishing of the 
factory, between January 15th and February first. 
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At the annual convention of the National Associa- 
tion of Tanners, held in Chicago last week, it was 
the unanimous opinion of all present that the present 
leather situation was a grave one, and that today’s 
prices, high as they are, will be surpassed in the im- 
mediate future, and remain so, until the c ose of the 
European war. It was the sense of the meeting that 
it would be inadvisable for tanners to materially in- 
crease their producing capacity for two very obvious 
reasons, namely the possibility of reduced demand 
the minute the war stops, and the steadily decreasing 
supply of hides. 

Meanwhile, the foreign trade has fallen off some- 
what, with advices that the British Governmeet 
has released a large amount of English tanned sole 
leather it had requisitioned for army shoe manufac- 
ture. With this great quantity of leather placed at 
the disposal of English manufacturers of civilian 
shoes, buyers for export to England have curtailed 
their purchases. However, this does not help out much 
at the immediate present, for many tanners have sold 
down to bare floors, or are over sold, and those who 
have any stock to sell find ready buyers right at 
home. 

Sole Leather 


The situation, as stated above is much the same as 
a week ago, as regards domestic trade. Manufacturers 
are more willing to pay present prices, now that the 
retailers and the public are showing a similar willing- 
ness to pay the advances on shoes. Shipments have 
gone forward on the recent large order for the Russian 
Government, and it is rumored that that government 
has not only confiscated all leather stocks in that 
country, but will also seize all leather coming into the 
country from abroad, consigned to private firms. With 
this uncertainty as to export call, there is a home de- 
mand which exceeds the supply on hand, and 
will be sufficient to absorb all coming from the 
tanneries. 


No. 1 dry hide hemlock is held at 54c., with some 
houses quoting lc. to 2c. higher, but we hear of no 
sales at those figures. Good damaged has sold at 52c., 
and is now held at 53c. Other grades are quoted at 
51 to 47c. Union backs are selling to sole cutters on a 
basis of 72 to 73c., tannery run, with light backs held 
at 75c., and some packer stock offered at 80c. Bends 
are held two or three cents above these figures. Oak 
sole is scarce and prices somewhat nominal. Scoured 
backs are quoted from 82 to 86c., while No. 1 bends 
are quoted at 89 to 90c. Belting butts are now quoted 
at 90c. for light weights. 

Every kind of offal is correspondingly high. Hem- 
lock shoulders are held at 42c. and bellies 22 
to 25c. Union shoulders 52c. and bellies 25 to 
30c. Oak double shoulders 63 to 65c. and bellies 
37 to 40c. 
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Upper Leather 


The tense situation in the upper leather market con- 
tinues. There is a plentitude of no kind or quality of 
stock, while the demand seems to be stronger than 
ever. Producers, in view of the present hide and skin 
markets, and the obvious present and prospective 
needs of shoe manufacturers, are holding leather at 
replacement values. 

Calf leather is high, but really not on a parity with 
raw skin prices. Black chrome calf is quoted from 55 to 
65c., and one tanner is quoting 70c. for a particularly 
fine grade and light weights for women’s shoes, quoted 
75 to 80c. Colors command 75c., and Russia quoted 
at same figure. Some fine fancy suede finishes are 
selling at $1.00:a foot. Side leathers are scarce, and 
receipts are immediately shipped out on orders. Black 
chrome side leather is selling at 47, 45, 42c., and colors 
65 to 70c. in buck finish, and smooth finish, 50, 48, 45c. 
Mat side leather sells at 35 to 42c., according to qual- 
ity. Satin and kangaroo in small supply. Finished 
splits in light weights are going well both for shipment 
abroad and for home manufacture; not so much call 
for heavy weights. 

Patent leathers in good demand in light weights for 
women’s shoes. Chrome patent sides are quoted from 
44 to 52c. an advance of about 30 per cent within the 
last three months. Glazed kid is firm and high. Blacks 
quoted from 35 to 72c., and fancy colors quoted as 
high as $1.15 to $1.25. Sheep leathers in better de- 
mand than supply, prices in some varieties having 
trebled within the last eight months. 


Hides 


With cattle on the hoof selling at higher figures than 
ever before, hide prices naturally are advancing. In 
some cases 2c. and even 3c. advance is noted over last 
quotations. No. 1 Ohio buffs are now quoted at 273 
to 28c. and extremes show still greater advance, being 
held at 314 to 32c. Southern country hides range from 
26c. for far southerns and 28c. for near southern 
points. Extremes run from 27 to 30c. The packer 
hide market is very firm and high. Heavy native 
steers are held at 32} to 33c. Cows, all weights, 31 to 
32c. Texas steers, are firm with packers quoting 32}c. 
for heavies, 314 to 32c. for lights. The Chicago calf- 
skin market is firm, with a good demand for all offer- 
ings. Packers’ city skins have sold at 60c. Outside 
city skins are quoted at 56 to 57c. and countries 46 to 
48c. The New York calfskin market is higher, namely 
$5.25, $5.75 and $6.50, though some inferior quality 
skins are offered at 40 to 50c. under these figures. 

In foreign hides a large tanning concern is reported 
to have bought between 60,000 and 80,000 green salted 
hides, on private terms. In wet salted, sales are re- 
ported, frigorifico steers bringing 36 to 363c. and cows 
35e. 

















These pages are a weekly supplement to the ‘‘Recorder’s’? Windew 
Trimming Book recently published, and make a merchandising ser- 
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Pil In order to carry out the idea shown in Number One, 
rij the window man can use material embodied in windows 
k previously shown in these pages, and thus reduce ex- 
ett pense to a minimum. The setting is also designed es- 
pecially for a type of window that is coming rapidly 
into general use. 


The main background is made up of trellis work 
obtainable in pre sizes from any equipment house, 
and into which may be entwined artificial flowers or 
other suitable decorations. This is relieved by a triple 
doorway of Colonial type, and in the central section 
the same doors may be hung that were shown in our 
= Colonial window background of November 4th. The 
DWEATHE fanlight in the top of each can best be made by the use 
Pe —_ of silk or suitable cloth of a color to blend with the 
background scheme, gathered in at the center of the 

base line, and spread fan-wise to the circumference. 


The doorways on each side should be hung with por- 
tieres of the same color as the fanlights, thus making a 
highly effective background for shoe novelties placed 
on stools immediately in front of the portieres. 


The side wall, which is usually narrow in this type of 
window, can be made the background for a panel, as 
illustrated, with lettering suited to the season, and from 
the question mark can be brought ribbons attached to 
shoes on the window floor, placed to fill the narrow 
front glass and the angle Pe the window. The floor 
could be covered with pale blue paper liberally sprinkled 
with “‘silver’” and ‘‘snowflakes” obtainable from sta- 
tioners or decorative paper houses. 





Number One This arrangement is one involving minimum ex- 
pense, while providing a background highly appropriate 
to the coming holiday season. 


Number Two is a companion window to Number 
One, for the store that has a center entrance, although 
either arrangement can be adapted to windows of other 


types. 


This window, presenting an interior, accents its 
companion exterior. While in Number One the shoes 
most appropriate for display would be footwear, gaiters 
and ru ae goods for sport and general outdoor wear, 
in this window it would be best to show the more dainty 
or dressy lines in_stock. 


The feature of this background is an artificial fire- 
me built into a paneled wall, the effect of firelight 

eing obtained by a good battery of colored electric 
bulbs properly covered. A unique display unit in front 
of the fireplace would be a pair of andirons with shoes 
grouped around the base and a pair of shoes that you 
are featuring placed on a support fixed on the top of 
each andiron. 


The only other accessories, aside from your regular 
shoe display fixtures are a comfortable looking chair, 
a sectional bookcase, or bookrack, which can also be 
used as a display unit, and perhaps a small table or 
stand, cco with a skin or cloth, as another display 
unit. The floor covering preferably would be rugs to 
increase the interior effect. Window cards could well be 
placed_on_the bookcase or table. 


The interior effect could also be heightened if de- 
sired by hanging close to the glass in the angies of the 
window and at the ends, narrow brocade or other kinds 
of_curtains that will match the valance in color. 


Number Two Supplementing these suggestions; window men can 
ain many attractive ideas which, have been p roved ef- 
ective, by studying the book on window display sug- 

gestions recently published by the “‘Recorder.” 
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js | Are Big Helps to Better Business 


The window display pictures the store. Window cards, well worded 
and properly executed, are the high lights of the picture. Are you 
satisfied with yours? 
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SHOW CARD WRITING 


Particularly at this time of the year the 
show card man is a keen seeker for new 
ideas and treatments to add character to 
his work. The holiday character that the 
trade is now assuming demands something 
more elaborate in cards than is the usual 
rule, and we show this week some ideas 
that meet this demand. 


The first is a comparatively simple 
treatment of brown ink on white card stock, 
or vice versa, and conveys an idea that is a 
mighty interesting one to many people 
in these days of high prices. Previous in- 
structions cover the execution of the letter- 
ing, and Father Time himself presents only 
an easy problem that can be overcome by 
anyone plotting the card in squares, and 
reproducing the old gentleman to scale, 
in pencil, to be inked in when the sketch is 
satisfactory. 


Number Two is an excellent way of im- 
pressing on the public that your selection 
of colors in novelty footwear is the most 
stylish selection for holiday wear. Having 





Number Two 











they were bought at- 
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Number One 


A feature of “Record- 
er’’ service is originality. 
Merchandising experts 
are working for ‘“Re- 
corder”’ readers in every 
city and town whose 
services could not be 
available to a single n- 
dividual without very 
large expense. Their 
work is based on sound 
experience. Have you 
a special problem in 
which they can help? 





executed on white card s‘ock the le tering 
and the palette outline against a pale 
tinted decorative or air brushed back- 

round, let the palette itself stand out white 
and from this white let -here stand out 
fairly large spots of color, just as paint 
would be placed on a palette, these colors 
being exactly the same as the various leath- 
er colors in the shoes on display. The 
brushes drawn across the palette could 
then give point to the range of prices as 
shown. 

Number Three was built from a page ad- 
vertisement in last week’s ‘‘Recorder,” in 
order to illustrate how show card men need 
never lack new and attractive designs. 
With some ingenuity in the use of such 
material, the card writer can get along with 
a very slender knowledge of drawing. Such 
a card is made on white stock on which the 
cut-out is pasted down and the edges 
skived with a sharp knife, after which the 
card may be air-brushed or treated in any 
suitable way. In making such cards, care 
should be taken that they balance properly. 








‘BEAUTY <x@ 


(A rare oe ton to-day ) 

















Number Three 
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E. J. Roach Back in Chicago 

E. J. Roach, central western states rep- 
resentative of The Miller Rubber Com- 
pany, Akron, Ohio, manufacturers” of 
Rhin-O-Hide composition. soles,® is re- 
turning to Chicago this weekfsomewhat 
encouraged by the factory promising to 
make deliveries more often in the future. 
““My only hope,” says Roach, “is that 
the factory will soon get their new eight 
story building completed so that more 
equipment may be installed to keep up 
with the tremendous demand. 





E. J. ROACH 
With The Miller Rubber Co., Akron, O. 


““As soon as our new building is com- 
pleted we will have nearly a half a million 
square feet of floor space’”’ says the Miller 
man. Roach has been with The Miller 
Rubber Company two years. He carried 
a full line of shoe cements, before the 
company manufactured Rhin-O-Hide 
soles. 

How a Salesman Improved 

James H. Collins had something to 
say recently in the Saturday Evening 
Post about men on the road that is as 
applicable to shoemen as to representa- 
tives of other lines. He speaks of a novice 
who discovered a great weakness in his 
character—a young fellow who was sent 
on the road to sell jobbing lines, after 
several weeks’ training under a seasoned 
drummer. When he got away by himself 
he discovered that he was handicapped by 
a serious fault—impatience. Merchants 
put off seeing him and asked him to come 
in again. He cooled his heels for hours 
every week round country hotels, and got 
to worrying about the injustice and the 
waste of time, and fell into a bad mental 
attitude toward prospective customers. 





BOOT 


Many more hours were spent on trains 
and in waiting at lonely junctions. Other 
salesmen seemed to idle these hours away 
philosophically, because they were used 
to it. But this young man was of a nerv- 
ous temperament and just had to be busy 
at something. 

In the end this shortcoming made him 
a good salesman, for, in order to pass the 
time, he started studying. If a merchant 
said “I can’t talk to you now, come in 
later,’’ the salesman asked permission to 
step out into the stock room to look over 
goods. To pass his time on trains, he sub- 
scribed to half a dozen trade journals which 
gave him information about goods in his 
own line and in other industries, furnished 
practical suggestions with which to help 
customers sell goods in turn, and aided 
him in other directions. Before he started 
reading he was little more than a parish 
peddler, interested only in his own goods 
and in his little stretch of territory. Five 
years later, when he was made sales 
manager, he had the national point of 
view on his own industry, with a broad 
executive grasp. Today he is just as im- 
patient and as fidgety as ever, but he has 
never worried since he has found profit- 
able ways of utilizing his spare time. 

Selling is popularly identified with a 
wily approach, clever stunt, subtle ar- 
gument, and a lot of other spectacular 
methods that are really only fireworks; 
for nine-tenths of all the selling nowadays 
is done, first, by hard, plugging work and 
attention to details, and, second, by 
qualities in the salesman that inspire and 
maintain the customer’s confidence—just 
old-fashioned virtues, like honesty, kind- 
liness, patience, the habit of looking at 
the other fellow’s side of the deal, the 
willingness to serve, and so on. These 
qualities make up the salesman who lasts, 
and he is the only one who is wanted by 
the business houses of today. 


Extremes in Personalities 
From Oakland, California, comes word 
of H. M. Hayes, representing the Adams 
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H. M. Hayes and “Billy”’ Meade 
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Shoe Co., of Lynn, and “Billy” Meade. 
representing Schmaltz, Goodwin & Co., 
of Philadelphia, on the Pacific Coast. 
Friend Hayes is said to be the biggest 
shoeman on the territory, with his 340 
pounds of live humanity, while Meade 
goes to the other extreme of 95 pounds. 
but both are giants when it comes to sell- 
ing shoes. 


F. W. Curtis with Whitcomb Shoe Co. 


Frank W. Curtis, of Chicago, for 
twelve years south side man for A. J. 





FRANK W. CURTIS 
With Whitcomb Shoe Co., Chicago 


Bates Co., has joined the sales force of the 
Whitcomb Shoe Co., of Chicago, under 


. Manager H. F. Andrews, with whom he 


was formerly associated. 

Whitcomb shoes will be more than ever 
in evidence on the south side and Mr 
Curtis is expected to add considerable 
strength to the Whitcomb Chicago house 


Covers Trade By Auto 
In order to cover his territory, which 
includes nearby Pennsylvania points. 
with greater facility, Chas. W. Laing of 
the Philadelphia house of Laing, Harrar & 
Chamberlin, will use an automobile for 
the purpose. 
Klein Back From Trip 
M. S. Klein of the Plymouth Rubber 
Company, Canton, Mass., returned to 
his home city, Rochester, N. Y. on No- 
vember 25, after a successful trip through 
the Middle Western and Pacific Coast 
states. After a short vacation, Mr. 
Klein will work among the shoe factories 
in Rochester and vicinity, showing a full 
line of all styles and sizes, together with 
Plymouth coated gem duck for the in- 
soles. 


AN We@am IN STOCK 





212 ESSEX, CORDO TAN TUXEDO BAL. $6.25 
AA 7-11, A6%-11, B6-11, CANDD5-11 


UPHAM BROS. CO., STOUGHTON, MASS. 


WRITE FOR COMPLETE CATALOGUE 
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501 MUSLTONIK, KID BLUCHER, FLEXIBLE SHANK $4.60 
A6%-11, B6-11, C,DANDE 5-11 


UPHAM BROS. CO., STOUGHTON, MASS. 


WRITE FOR COMPLETE CATALOGUE 
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The Business Record System 


THIRD INSTALMENT 


It Tells the Shoe Merchant What He Should Know of His Business 
at Any Time ---Saves Money, Style Loss, Sales and Labor 


The Business Record System is so valuable and so simple that it will appeal to the largest possible number of re- 
tail shoe merchants. Its features include: extreme simplicity in installation and operation; unerring accuracy in reveal- 
ing transactions; provision of a perpetual stock inventory; and the saving of time and drudgery. 

Are there not points of information about your business that you have always wished to have, without knowing 
how to get them with a minimum expenditure of time and labor? The Associated Advertising Clubs of the World, with 
the co-operation of the ‘‘Boot and Shoe Recorder”’ and some of the country’s most important business associations, ed- 
ucational institutions and merchandising experts, offer the Business Record System as a simple solution of these and their 
allied problems. You owe it to your business to follow it carefully and the central office of the Associated Advertising 
Clubs of the world at Indianapolis, Indiana, as well as the ‘‘Boot and Shoe Recorder” invites correspondence with mer- 


chants regarding the system. 


Freight, Express and Drayage 


Suppose there had been a freight and drayage charge on the 
shipment referred to before amounting to $2.55. This amount 
is entered on the Business Record in column No. 22, “Freight, 
Express and Drayage,”’ (See line “‘C’’ Business Record) and since 
you paid cash for this item it is also entered in column No. 31, “All 
Cash Paid Out.’’ Entries should be made in column No. 22, 
“Freight, Express and Drayage,’’ on incoming merchandise 
only, freight and dragage on outcoming merchandise if sent to 
customers, being charged as delivery expense. 

There are many things to be considered with regard to freight 
and express such as: 


How quickly you want the goods. 

How much the shipment will weigh. 

Which is the least expensive. 

Which is the best route for the shipment. 

Whether small orders cannot be packed with other 
goods, etc. 


These are doubtless receiving your attention now, but “‘eternal 
vigilance is the price of success.” 


KEEPING A RECORD OF BILLS 


When you find that the shipment received agrees with the bill 
sent you by the jobber or manufacturer, the amount of the in- 
voice should be entered on the Business Record. The shoes are 
added to your inventory and the cost of them is therefore entered 
in column No. 24, “Inventory and Purchases of Merchandise,” 
and since you owe this bill to your jobber or manufacturer you 
give him credit for it by entering it in column No. 34, “Jobbers, 
Manufacturers and Others Owed,” because your stock is just 
that much larger and the amount you must pay later on is also 
larger. If the amount of the bill, for example, is $136.80, this 
amount is entered as a purchase and added to your inventory, 
and at the same time it is also entered as being owed to Jobbers 
and Manufacturers. (See line ‘‘D’’ Business Record.) 


Giving these columns constant attention will mean that you 
will know when your stock is getting too heavy and also when the 
bills you must pay are accumulating too rapidly. There will, of 
course, be a natural increase in stock at certain times of the year, 
but your sales effort must also be regulated so that you will have 
money to pay your bills when they are due. If your stock is 
creeping up too fast it may be advisable to discontinue buying 
for a time except for re-orders of necessary sizes. By watching 
these totals carefully you ought never to be obliged to ask your 


wholesaler for an extension of time. Keeping the stock down and 
the sales up is what makes for maximum profits. 

If a shipment of repair department supplies is received, the 
amount of the invoice,is entered in column No. 23, “Repair De- 
partment Costs,” and is also entered in column No. 34, ‘‘Jobbers, 
Manufacturers and Others Owed”’; or, if you pay cash for the 
shipment, it should be entered in the column “All Cash Paid 
Out.” 

CASH DISCOUNTS 


Cash discounts are amounts which a jobber or manufacturer 
allows a retail merchant to deduct from his bills if he pays them 
within a specified time. By entering the purchases separately 
on the Business Record, you will be able to see what bills are un- 
paid, so that you can pay them in time to get the benefit of any 
cash discount that may be allowed. 

There are two important reasons why a retail merchant should 
always take advantage of cash discounts. First, such discounts 
are additional profit and often amount to considerable sums. 
In the second place, credit rating agencies, such as Dun’s and 
Bradstreet’s, in determining what rating should be given to a 
merchant, always wish to know whether cash discounts are taken. 
If they are, a better rating is given than if a merchant does not 
take his discounts. Besides, getting the reputation of being 
“prompt pay” will mean that you can buy from the best lines, 
probably better ones than the retailer who takes his own time 
in which to pay. 

If you buy a bill of goods for $500, with terms of 2 per cent for 
cash in 10 days or 30 days net, and you decide to take advantage 
of this discount, your earning will be $10. If you did not have the 
available cash but borrowed $500 from the bank for 30 days at 
6 per cent a year, the interest for 30 days would be $2.50. You 
would still have a profit of $7.50 for the month in that case, which 
is three times $2.50 and is equivalent to 18 per cent a year on 
$500. That is worth considering, is it not? 

Many stores make their entire profits in discounts; others find 
that discounts represent half their profits. 

With the opportunities these Systems afford of giving your 
banker an adequate statement of your business, you should have 
no trouble in borrowing money enough to discount all of your 
bills. Your banker is just as anxious to loan money as you are to 
get it, for that is the only way he can earn anything on his de- 
posits. If youcanget this moneyfrom him at six per cent and by 
using it for discounting purposes make eighteen per cent, that 
money has made money for you without any effort on your part. 
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When Quality Counts Most 


In making a sale there’s no shoe so certain 
of success as The Packard Line for Men 


You may buy them branded or unbranded 


In’Stock ready for immediate delivery 


Stock No. 557 
Gun Metal Calf Bal 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and_D Wide Sizes 5 to 10 


Biltmore Last $4.25 


Stock No. 610 
Black Kid Bal 
(Glazed Kangaroo Tip) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 


Student Last $4.00 


Stock No. 600 
No. 26—Mahogany Russia 
Calf Bat 
A Wide Sizes 7 to 10 


B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.50 


Stock No. 607 


No. 26—Mahogany Russia 
Calf Bat 


(Red Neolin Sole, O'Sullivan 
Rubber Heel) 
A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Stag Last $4.50 


Stock No. 555 
No. 14—Russia Calf Bal 


A Wide Sizes 7 to 10 

B Wide Sizes 6 to 10 

C and D Wide Sizes 5 to 10 
Biltmore Last $4.25 


Stock No. 602 
No. 16—Coffee Brown Russia 


Calf Bal 
‘ wie Sizes 7 to 10 
B Wid Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.50 


Stock No. 605 
Gun Metal Calf Bal 
(London Smoke Buck Top) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last, $4.75 


Stock No. 606 
No. 26—Mahogany Russia 
Calf Bal 


(Match Buck Top) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $5.00 


Stock No. 611 
Glazed Kangaroo Blucher 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 


Clyde Last $4.00 


The Packard line of shoes for men is the best 





M. A. Packard Co. 


Brockton, Mass. 


Makers 


to buy to retail at 


$4.50 to $7.00 


FOR MEN 


Our salesmen are now in their territories I 
showing the Packard Line. 
if you want to look it over. 


Jubtie 


Write us at once 


Boston Salesroom 
60 South St. 


New York Salesroom 
127 Duane St. 


Chicago Salesroom 
392 Lees Bidg., S. 5th Ave. 


Siliiiiiiintiiiinn  m mn mt 
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Made! Nicaea wise 
ta n 

Leather Lo eel, Marcelle 

Last, Welt or fon 









Model No. 475—The “Er- 
mine" Beautiful Brown Boot 
with Ivory inlay up front and 
side, Leather Louis Heel, So- 
Sha "High Arch Last Welt or 
Turn. Also made in Black 
Glazed Kid with White Kid 
inlay, and ‘White Kid with 











463—Dull Kid 
Model No. zis 
Louls eel, Amo Last, Welt 


Model No. 471—Beautiful 
Extra High Lace Boot, with 


Louis Kid covered to match. 
So-Sha High Arch Last, Welt 


or a 


A real customer-winning proposition 


The RED CROSS SHOE possesses, in unusual 
measure, those two greatest of all sales-making 
essentials— 

1. Style Value; 2. Reputation 
As to the first of these, need we do more than 
direct your attention to the models illustrated on 
this page? Here is footwear of irresistible charm 
—rich, dainty, distinctive, original, captivating. 
As to the second of these—Reputation—you 
have felt its pull for yourself. The requests you 
now get for this famous shoe are only a fraction 
of what you would receive if you were a Red 
Cross dealer. 





ed 


Trade 
Mark 


Model No. 465—White Kid 
Lucerne rimped Vamp 
Pum ited 





For years, season after season, we have been 
driving home the merits of the Red Cross Shoe 
in your community. This season, with full pages 
in the Saturday Evening Post (an addition to 
our regular magazine campaign), we are build- 
ing reputation for this shoe with greater force 
than ever before. Our folder, ““The Triple-Link 
Sales Chain,” explains the plan in detail. Write 
for a copy. 

Perhaps no one has as yet secured the Accredited 
Agency in your town. See the line for Spring— 
get the full facts. 


THE KROHN-FECHHEIMER CO., Cincinnati, O. 





Bends with 
your foot 
Trade Mark 


le with 
Paisley Kid Guarter of a Leaf 
in a combination of 


some No. 472—The “Cen- 
madi 


tented % Leather 
Pouls Kid enaen to match, 
Amo High Arch Last, Turn. 








ON PR Sa 
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SALES ANALYSIS BY DEPARTMENTS : 8 
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IDEAL 





Griffin’s White Kidine 
An effective and safe clean- 


ing and whitening fluid Griffin Ideal Combination 


GRIFFIUN 


| BRONZE | 
DRESSING| 


an 
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COLQR LEATHER) 


FINE BRONZE FINISH! 


Griffin Shoe Bronze 
Is the Most Natural 


Bronze on the Market. 


that cleans all white kid Paste and Cleaner. Made in Large size, $24.00 Gross 
and white calf stock. —_ one a a — $2.20 Doz. 
the size of the usual package ; 
Small size, $11.00 Gross and of superior quality. Small atten Gross 
95c Doz. $18.00 Gross $1.65 Doz. ° - 
Large size, $18.00 Gross : 
$1.60 Doz. 
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Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede, Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


$11.00 Gross 95c Doz. 


Griffin Suede Dressing 


A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 314-0z. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 


$17.00 Gross $1.50 Doz. 
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Griffin Dressings 


es. There is a Dressing for every shoe 

















Griffin’s Glazed Kid 
Cream 
In Blue, Black, Light Gray, 
Dark Gray, Brown, Green, 
Red, -White, Ivory, Cham- 
pagne 
CLEANS—COLORS 
POLISHES 
Is to the Leather what 
Cold Cream is to the Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 
$1.40 Doz. 





Griffin Dull Finish Glycerine 
Paste 

It will not polish, but it gives to 

dull calf and kid shoes and tops 

that clean lustre that you find 

in new leather. 


$8.50 Gross 75¢ Doz. 


WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 
IF YOUR FINDINGS JOBBER CANNOT SUPPLY YOU WE WILL 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, Canadian Shoe Findings and Novelty Co., 2 Trinity Square, Toronto, Canada 


NEW YORK 
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And the retailer who makes a practice of discounting his bills 
seldom has any trouble in getting all the money from his bank 
that he will need for this purpose. 


PAYING BILLS 


Suppose’ the Acme Shoe Company offers you a discount of 
three per cent if you pay their bill within ten days. You surely 
wish to take advantage of this discount and pay the bill promptly. 
You therefore enter in column No. 26, ‘““Jobbers, Manufacturers 
and Others Paid Off,” the total amount of the bill. To the right 
of the wide explanation column you enter in column No. 31. 
“All Cash Paid Out,” the net amount of the bill, less the discount, 
because this is the actual amount you paid, and in column No. 
32, “Cash Discounts on Purchases,’ you enter the amount of 
the discount. These two entries on the right side will then 
balance the entry on the left side. (See line “E”’ Business 
Record.) 

Payment whenever possible should be made by check, since 
your returned check serves as a receipt for payments made. 
All checks should be entered on the Business Record the same as 
cash payments are. In case you make payments of cash from your 
cash drawer or cash register, if you have not time to enter it on 
the Business Record immediately, you should make a notation of 
it on a slip and put the slip in the drawer making the entry on 
the Business Record at the end of the day. 


SELLING 


Progressive merchants are coming to realize that advertising 


is a force in creating a demand for goods. You are continually’ 


trying to find some way to sell more goods and to sell them at the 
least. possible expense. Your customers may not know what kinds 
and styles of shoes you carry in stock unless they go to consider- 
able trouble in coming to your store and taking up a good deal 
of the time of your sales clerks and showing shoes when they should 
be selling them. If you advertise you may find that your custom- 
ers will come in and ask for those shoes that they saw advertised, 
and very little selling effort on the part of your clerks will be 
necessary. A saving in selling expense is worth considering. 
Besides, your clerks want to sell as much as possible; they don’t 
want to spend most of their time trying to convince a customer 
that he ought to buy such and such a shoe. 

Advertising expenses include the cost of space taken in news- 
papers, space in street cars, circulars that are distributed, post- 
age on circulars, space on bill-boards and in programs, novel- 
ties and gifts given your customers for the purpose of obtaining 
their good-will, window displays, operating electric light signs, 
etc. 

For instance, if you incur an expense of $25 for advertising in 
your local newspaper, you will enter that amount in column No. 
17, “Advertising,’’ and on the opposite side of the Business Rec- 
ord you will enter the amount in column No. 31, “All Cash Paid 
Out.”’ (See line ‘‘F’’ Business Record.) 

Advertising is always charged as an expense, no matter what 
form it takes, but unlike many other expenses, it adds materially 
to the value of your business. Every concern has as part of its 
worth an element of good will, and if you were to sell out you 
would want to take this “‘good will’ into consideration. Good 
will is what makes people consider your store as their store and 
good will is largely the result of the reputation you have built 
up through advertising. A new business may have little of this 
asset because it is not known to the public. As it continues and 
advertises truthfully and effectively, its good will increases in 
value and though it is not something you may put your finger on, 
it is there just the same. If the business goes down hill it rapidly 
loses this good will. Many a business, because it has stopped 
advertising or for some other reason, has in a few months sac- 
rificed all of its good will and could not be sold at even the value 
of the merchandise in stock. Advertising is charged as an expense, 
but it is an expense that if rightly administered, pays well. 
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SALES FOR THE DAY 


Let us now take a day’s sales and see how they are recorded 
on your books. We will suppose that you have three clerks whose 
average sales are $40 a day, or $120 for the day’s sales. Of this 
amount, perhaps 40 per cent is for charge sales and 60 per cent 
cash sales. 

Some written record should be made of each sale, whether it is 
for cash or on credit. This record is necessary for a good many 
reasons, principally to check up your clerks, your inventory, 
your cash, etc. You also want the names of your customers, 
even though they pay cash, since you will want to send them ad- 
vertising matter and notices of special sales. 

Customers who pay cash for everything are too often over- 
looked in the distribution of advertising matter because you do 





OFFICE SLIP 


JOSEPH H. BENSON 
DEALER IN FINE FOOTWEAR 


589 Maroland Avenue 
Columbus, Ohio 


Name . hn Loe 
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IN CASE OF ERROR OR EXCHANGE RETURN THIS SLIP 
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GOODS SENT OUT ON APPROVAL WILL BE CONSIDERED 
SCLD WHEN KEPT VER 48 HOURS 





























not have their names. Their patronage is, of course, just as-val- 
uable as that of charge customers, and they are just as deserv- 
ing of attention. Besides, you should whenever possible get the 
name of any customer and add it to your lists. If one has been 
trading with you for some time he expects to be known by name. 
It is good business to get the names of your customers whenever 
possible. 
The sales slip shown here: 
is one of the many convenient forms of keeping a record of every 
transaction. This slip will give you all the information that your 
business requires. It has spaces for the date of sale, number or 
letter of the clerk who makes the sale, how the sale is made (cash 
or charge), the amount received, and the amount of the sale. 
There is also space for the stock number, the size and width, and 
(Continued on page 51) 











40 





BOOT AND SHOE RECORDER Nov. 25, 1916 























THE JULIAN & KOKENGE*®. 


CINCINNATI. 











“Finest Footwear in Town!” 


**That’s what I’ve got,’’ writes a customer, referring to his 
2 s 


J & K Shoes 


For Young Women 


@jHe adds: “I’m much pleased with 
your shoes. I will sell every pair AT 
A BIG PROFIT.’’ 


@ Note the “BIG PROFIT.’’ 





q All our customers are getting a beau- 
tiful margin, because these masterly 
styled novelties will stand a big mark- 
up easily. 








q If you want details or samples 
write us today! 


gap) & K MAC & MAK 
SHOES $4.25 


The sensation of the century in comfort shoes. In stock. 
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— te JULIAN & KOKENGE ce. 


CINCINNATI. 


«Not a Pair Has a Blemish!” 


writes a customer, referring to Fall shipment of 


J & K Shoes. 


For Young Women 











@ For Spring, ’17, they’re even better. 


q Styles with a sweep--a “punch’’--a 
““never-say-die”’ spirit that puts them 
’way out in front. 





q Every pair guaranteed to fit the arch, 








too. 





So many startling features in these 
incomparable novelties that 
they are certain to 


COMMAND A LONG PROFIT! 


Don’t delay--don’t put it off--simply write 
us today for salesman or samples. 
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at nominal cost. 
avoid delay. 


**Boot and Shoe Recorder’’ Cuts represent the best of 


Commercial Art. Our subscribers get them with the added 
quality of distinctiveness due to skill and long experience, : 
Be sure to REMIT WITH ORDER to 
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Editorial 


For Your Store 


Like the ever widening ripples 
of a circle in the still pool in which 
a stone is cast, this shoe store is 
broadening out, until the ripples 
have reached the shore of real 
attainment. 

Each day finds us better prepared 
for service, because the ripples re- 
flect our endeavor through Cour- 
tesy, Energy, Integrity, Origi- 
nality, Liberality and Value, to 
better the Service for those who 
already know us and those who 
have yet to cross the threshold 
here. 

Most buyers know what shoe 
store service ought to be; more and 
more of them know each day the 
happy experience of realizing 
their ideal here. 
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N the language of the flowers—Ivy for friendship and Oak for 
i] hospitality—our shoes will appeal to women whose senti- 
ment clings to the practical in all matters of dress, for 

they are true to high ideals. 


High cut or low cut, the smartness is there, everywhere. And 
the novelty combinations and leathers are the acme of refine- 
ment and quality at $5 to $10 a pair. 




















No. 150, 25c. 


Accounts Cannot Be Opened for These Nominal Amounts 
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In dressing up your show windows, all energy is bent to 
make them interestingly new, original and effective to 
induce the public to cross the threshold of the store. Bend 
equal energy to the dressing up or your newspaper adver- 
tising with *“‘Boot and Shoe Recorder’’ Cuts and you will 
accomplish the same purpose at small cost and with the 
least possible delay. 
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No. 153, 25e. 


No. 152, 25c. 


No. 151, 25c. 


, HE man well dressed is self- S [Ithe Emerald “discovers 

C= ans ete Oe T ssessed and his charac- A false friends and _ insures 
‘enieent than _edtond r a dly h . ter shows downto his shoes. Let loyalty,” so does a woman think 
their chil = aay ‘ll be as wd ope everything else be right but if his a slipper or pump that fails to 
be: ee Sa footwear is wrong he’s “in wrong” yield smart, slim shapeliness to 


ture—shoes are the sure founda- 
tion to build upon. 


Our shapely shoes for boys and 
girls form character by building 
up sound and sensible bodies. 

ade on sane and sure lines; 
built sturdily and built to wear— 


at $3.50 a pair. at $5 a pair. 











all over. And this — to both 
the young man an 
more ripened years. 


Long life leather, comfort and 
style make our shoes right—and 
right makes might even in shoes 


See 


the ankle, unworthy of her con- 


the man of fidence and trust. 


These dainty new models are 
true to the tradition of the Emer- 
ald for they are graciously effect- 
ive. At $5 a pair they reach the 
utmost point in efficiency. 











Shoe Store Salesmanship 
A Word About Troubles 


Ever meet the fellow who always has a load of trouble? He’s 
always looking for a buyer. Trouble today in the retail game, is 
not in finding a ready market in the retail game at any rate. 

The man who tries to get a corner on trouble in future will be 
trading in mighty poor securities. 

There is one good feature about trouble: people who constant- 
ly look for it get it aplenty. In fact, some go after it so intensely, 
that they are burdened with a super-abundance of it. It’s mighty 
easy to borrow some of the other fellow’s troubles—but it’s ane 
to ‘‘wish” them on to some one else when you are tired of them. 

There are three kinds of trouble: all the trouble one has had, 
all the trouble one has now, and all the trouble one expects to 
have in the future. 

It’s a good plan to resolve to have but one variety of trouble 
at a time. 

The clerk who punches the time clock below the belt, is bound, 
in the long run, to find some kind of trouble. He will find that 
store rules were not made, simply to use up type and paper, but 
were also intended to prevent the waste of minutes. No man, who 
does not seek trouble will continually rob his employer’s first 
hour of his time of a few minutes. 

The employee who does the right thing in the wrong way at 
the right time is sure to draw a bonus of “trouble stock.” 


The floor-man who makes an adjustment for a customer, with 

ings and aloofness, is a prize “trouble promoter.” 

he delivery-man who tracks up the kitchen lineolum with 
muddy shoes does not extend the best kind of an invitation for 
ee purchases and is a member of the store’s “trouble 
squad. 

Some people never have trouble, because they never do any- 
thing worth while. Their activities are so very limited, that even 
if they should dig up a little trouble the quantity would be in- 
finitesimal and wholly unworthy of attention. 

It’s the fellow who is ever trying to get-by on bluff who is the 
“‘king-bee” in the “trouble hive,”’ and his sting is felt by every 
honest workerin thestore. Those who have worked diligently and 
faithfully for years resent deeply having a bluffer, and inferior 
one, get advancement and credit when it is not due. 

The one blessed thing, however, is the fact that such a person 
is sooner of later found out and weeded from the ranks of the 
wide-awakes for all time. 

Let’s resolve now and always never to borrow or lend trouble. 
By so doing, we will be happier, and will prevent others from be- 
coming unhappy by shouldering our troubles. 

There is no room inashoe store for the TROUBLE-MAN— 
he must be on his way. 


Be Sure to REMIT WITH ORDER to Avoid Delay 












































Frank W. Whitcher Co. mancractorer Boston, Mass.,U. S.A. 
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: “People hold on to dollars until something 
: . 2 
appears which appeals to them. Marshall. 
: The Marshall Shoe for men is so attractive that 
: it’s easy for dealers to secure their price. 
: “QUALITY MAINTAINED” 
: C. S. MARSHALL COMPANY 
?/ \,7 BROCKTON, MASS. 
& 4 
Fe casensousnnnnanesinnnesesnsensennedabesescsssesenetbsnedsaseszestonesesasesenenssssanenentsnsenusensnesnstnnsesineneeneente OEGOURRCCRRRRROREES 
PU SERGGRGCHRRRRRRRRRRRERREES in 
: As Near Perfect As Possible to Make : 
: ° 99 : 
: “Hubtip - : 
: (Trade Mark Reg. U.S. Pat. Off.) | = SG : 
E . 9 QL DER PAIR ON i 
3 “No Metal Tip ‘THERE is no metal in the ti z 
= (Trade Mark Reg.) \ remain aiways a pern = 
= = Made of fast co : 
: Shoe Laces 
A Tips are guaranteed not to rust, pull off, fray out, look tinny, nor catch in the clothing. : 
= Always look new. A 
= HUBTIPS are woven of superior quality, smooth, pliable braid. Especially adapted for 
= the new style invisible eyelet shoe through which they slip easily. Wearers of HUBTIPS 
= always repeat. Order a cabinet now. : 
Women’ s or Men’ . iy. in. per gro. Sulayp “+ - iain = pair _ in. { ele Gretna 24 pelt as in. pan Calituiit nine : 
36“ “ “ 2.25 18 “ 54° F ; = 
se 18 pair 36 in. Assortment 48 “ 36‘ 2.35 5 
a 2 ams D Assortment is 40 “ = “y = 
. : si r . ss . 2.45 ) ; Raa 1 : oe } “ 2.35 : 
6 adhd) sa “ sp E assortment ~ 7 . . } “ —-9.40 I Acsortanent $e 2 ee ; 2.35 : 
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TRY ITIN YOUR OWN STORE 
THE TOLEDO BUTTON MACHINE 


$60 


WITH TOLEDO RUST 
PROOF WHITE WIRE 
FOR 12000 OPERATIONS 


PAYMENTS IF DESIRED 


FASTENS ALL BUTTONS | | 
SOLD OUTRIGHT= || 
FULLY GUARANTEED || 
ISDAYSTRIAL || 
ORDER ONE 





. Wy Aa. ; 
THE, TOLEDO?BUT TON. MACHINE. COMPAN 
P3442) 
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The New Style Arctic Buckle «SURE-LOCK” operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. 
Simple in operation. Greater adjustment than any other shoe buckle. 


Hotel Imperial 


Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block from 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 


HEADQUARTERS FOR THE SHOE 
TRADE 


600 rooms single or en suite 
Single Rooms $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
Leading Hotels. 


Write for booklet giving rates and full 
particulars 


WILLARD D. ROCKEFELLER 
Manager 
CURRROROCRRRRERGCRRRRREGRCRROROCRRRRCERCRRRERCRTRRERCRRRRRRERRRRRCRRRRERRReCeeaEe 


TULDRORADOOOGOERCOUGOOGOCUOEORCEUOOEUGOGHCGOGGEGGOOOLUCOUDCOOGOURCOUGEOOGOUGEEGOROGROOROGERROOEOOSGQRN0RRGE 





Trades Journal 


American shoe manufacturers desiring foreign trade will receive valuable 


Franklin P. Shumway Co. 


Keeps its alignment. Very neat in appearance. 











The Shoe 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shves in 


ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAH 


STRAITS SETTLEMENTS, etc., ete. 


information by reading this weekly paper 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 


" 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top Ey ave ire at-lavelsvelaal-moualel— 


STRONG AND DURABLE 


o7 MUST BE SEEN 70 BE APPRECIATED 


ee) —9 od CO) S| oe  [O) 
MADE OF CABRETTA SKINS 


G.LEVOR & CO., Nc. 


MANUFACTURERS 


GLOVERSVILLE,N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST.LOUIS: LEATHER EXCHANGE BLOG BOSTON:145 SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO THE G LEVOR COMPANY 
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and Certainly After--- 









For your own use and use of your customers have our latest prep- 
aration in the store. We pack this in a handy way—box twice the 
size of one illustrated, and price it to you at a figure which prom- 
ises a favorable profit at retail. Start along a sample order, say 
half a gross fifty-fifty, Gold and Silver. Direct the order to your 
jobber, or 


WHITTEMORE BROS. CORP. 


OLDEST AND LARGEST MANUFACTURERS OF HIGH GRADE SHOE DRESSINGS, IN THE WORLD 


CAMBRIDGE, MASS. 









: Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have ; 
perfected an inexpensive and practical Button Fastener 
, Equipment suitable for use in stores of any size. 
No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory ‘‘rust-proof”’ or finished 
j fastener. J 


Our Fasteners are a Finished Product . 
’ attached by 
The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of ] 
the new machines. 


For detailed information 


| ASK THE 


| HEATON-PENINSULAR BUTTON FASTENER COMPANY | 


\ GRAND RAPIDS, MICHIGAN 
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“HITCH YOUR. WAGON 





TO A WINNER.” the movies 


There are many sorts of winners in the world. Some of them have won in specific 
contests and some have won by a long struggle against odds in many contests. 
Our hats ought to be off to the man who is able to win his way over the savage 
beasts of the jungle and bend their fierce natures to his will. The wild leopard 
shown in the photograph has been taught to act for the movies by a famous and 
undaunted trainer who persistently pursued his vocation after having lost an 
arm when attacked by a savage lion. He was dragged from the cage in which 
there were twenty-seven other lions. Nevertheless the trainer kept at work 
and now the animal shown and many others act acceptably for the films, obey- 
ing their master implicitly. The two big patent leather winners have won their 
way against all opposition and stand supreme today as ever. 


Sterling Oolt Sterlitiq Kid 


Bristol Patent Leather Company 45 South St. Boston, Mass. 


I, 


Leopard successfully 
trained to act for 


PINDER 


oN Lee 
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ALDEN’S: 


Shoes for Men 


Distinctive in Character 
Unfailing in Quality 


C. H. Alden Company 
Abington 3 4 3 Mass. 


New York, Fifth Ave. Bldg. Boston, 105 Summer St. 
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THE BUSINESS RECORD SYSTEM 


(Continued from page 39) 
the code, where the cost of the shoes can be entered in the code 
letters you have adopted to indicate your costs. This slip also 
has a duplicate which provides an address label and the custom- 
er’s slip, which should be returned in case of error. The matter 
of making some written or printed record of every transaction 
cannot be emphasized too strongly. 

When the slip is made out it is torn out of the sales book and 
the duplicate or carbon copy wrapped in the customer’s package 
so he may have a record of the transaction. Many people like to 
keep track of their purchases and the duplicate sales slip provides 
an easy way for doing it. 

The remainder of the slip is filed as soon as sales are made and 
each one should be accounted for. They are numbered from 1 to 
50 so that if any are lost you will know about it. You should in- 
sist that a slip be made for every sale, even though it is only a 
pair of shoe laces. 

Usually a number of spindles are used for filing these sales 
slips as sales are made, with a spindle for each clerk. At the end 
of the day, or as you go along, these slips are entered on the Sales 
Analysis Sheet (See Form 2), according to the clerks who made 
them. In this way each clerk gets credit for what he sells and you 
can know how well he is doing. By comparing the totals on this 
sheet you can see which ones sell the most. 


From each clerk’s sales will be deducted the amount of goods 
he has sold that have been returned. Goods often come back 
because they are about half sold in the beginning. It is so easy 
to say, “Oh, take them along and if you don’t want them, send 
them back,” instead of trying to make the customer want them 
while he is in the store. The amount of goods returned is an 
important matter and will be touched upon again in this book. 
Deducting returns from the sales of the one who sold them will 
do a great deal to lessen the numbers of these returns. 

When your sales slips have been listed under each clerk’s letter 
or number, subdivided according to cash or charge sales, and the 
amount of returns deducted, you will have the net cash and 
charge sales of each clerk, and these amounts added together will 
show the totals of your cash and charge sales for the day. At 
the end of the day, you will sort the slips according to the de- 
partments of your business, such as men’s high, women’s high, 
children’s, etc. These departments can be indicated in your 
stock numbering system, or in any way that you see fit. 

After sorting, you will enter them on the Sales Analysis Sheet 
(See Form 2), where provision is made for eleven departments, 
the departments being given the letters, A, B, C, D. E, F, G, H, 
I, J, K. You tabulate your sales slips according to the cost and 
selling price, so that at the end of the day you can add up the 
column and see exactly what your gross profit from each depart- 
ment was. After adding up the sales by departments you deduct 
the returns, and arrive at the net sales. The net sales, by cost 
and selling price, are then carried to the Summary column and 
added. There you have your total net sales for the day, by depart- 
ments and by cost and selling price. The difference between the 
total cost and selling price will be your gross profit on your 
business for the day. 

In this way you can tell just which departments are paying 
you the largest gross profit and which departments need atten- 
tion because they are not paying enough. By finding the depart- 
ments that are not making sufficient gross profit you will be able 
to keep each one of them up to a certain standard. There are, in 
too many stores, one or two or three departments, that are mak- 
ing money not only for themselves but to pay the losses of some 
other department. Every department in your store ought to 
“stand on its own feet.” It should be made to do so and will if 
you watch your gross profits carefully. Please remember that 
from this gross profit must be deducted the cost of running your 
business before your net profit is determined. However, you will 
have this cost in mind and can tell at a glance at your Sales An- 
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alysis Sheet which departments are a burden to the business and 
where your profits are coming from. 
(To be continued next week) 


A Shoe Store Stunt 


13 to 73.” 

These mysterious figures, which appeared as if by 
magic on many of the street corners of Manchester, 
N. H., as well as on bulkheads and other conspicuous 
places one morning recently made most of the pe- 
destrians curious and the curious persons more 
curious. 

Some of the superstitious tried to figure out the 
end of the world by these designs, while others figured 
a plot was on foot and that Manchester was to be giv- 
en over to anarchists. The more conservatives laid 
the figures to the city engineering department and 
some of the wiser individuals figured that some big 
show was booked for the local theatre. 

In the course of the morning the question was on 
everybody’s lips, “‘What is the meaning of ‘13 to 73?” ”’ 
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This was simply an advertising scheme worked up 
by the Hefflin Shoe Storé. Mr. Hefflin intends to 
move his store from 13 Concord to 73 Hanover Street. 
With this in view, a man was sent about the town at 
night painting the mysterious figures. When enough 
curiosity had been aroused, the answer was to be an- 
nounced through the medium of the newspapers. 

The painting job was well done. One couldn’t walk 
any great distance without noticing the numbers. 

The police landed on the case early and started to 
ascertain who was marking up the sidewalks. Several 
clues were followed until an officer finally landed at 
the Hefflin shoe store on Concord Street. There were 
a number of figures opposite the establishment and 
the owner, Mr. Hefflin, was sought out. The matter 
was threshed out at the police station and the shoe 
man agreed to have the white marks removed, having 
achieved considerable publicity by his idea as well as 
in the news columns of. the papers. 
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SPRING SEVENTEEN! 


5/8 8/ll 1 





1036 Lotus Play Oxford...... $1.05 $1.25 
1046 Black Play Oxford..... 1.05 1.25 
736 Lotus Oxford, Imt. Tip.. 1.05 1.25 
746 Black Oxford, Imt. Tip.. 1.05 1.25 
1066 White Play Dxford.... 1.10 1.30 
776 Pat. Colt Ox., Imt. Tip.. 1.10 1.30 
735 Lotus Blucher Oxford.. 1.20 1.50 
937 White Buck Oxford.... .80 -90 


HAGERSTOWN SHOE & LEGGING CO. 
HAGERSTOWN, MARYLAND, U.S.A. 








14/2 
$1.55 
1.55 
1.55 
1.55 
1.60 
1.60 
1.90 
1.00 
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For Thanksgiving, Christmas and 


and intervening social events 


V4A 


$3.95 





$4.00 





$3.05 








Terms Net. 






These Styles In Stock Ready For Immediate Delivery. 
HAZEN B. GOODRICH & CO. 


— i) — ii: ——— SS a _ 


New Year's 





719 
Dull Kid 3 Strap Surpass Kid Mazie Patent LXV Pump Ebony Kid Aurora 
Jet Beaded Jet Beaded Opera Vamp Jet Beaded 
VW LXV Heel Full LXV Heel 13-8 Heel Full LXV Heel 
49 Last 49 Last 67 Last 68 Last 
AA, 4 to 8 AA, 4 to 8 AA, 4 to8 AA, 4 to 8 
Ato D, 2 to 8 A to D, 2 to 8 A to D, 2 to 8 A to D, 2 to 8 







HAVERHILL, MASS. 





$3.75 
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Style Comment. 


Black and White Combinations 
Showing 


Dayton, Ohio—The shoe buyers and 
trade have accepted the conditions re- 
sponsible for higher prices and very little 
epposition is found to paying good prices 
for good shoes; but Dayton says, “‘we 
want more shoes.”” And merchants are 
making personal trips to shoe centers to 
locate stock. f 

The ladies of Dayton are calling for 
novelties, fancy boots. ‘The combinations 
black and white are very strong. Leading 
next are dark tans, grays and blacks. The 
price is no object apparently, but the 
trade demands good boots and shoes. 

Men’s lines are selling good, the call 
being largely for dark stocks on English 
lasts in the better grades. : 


Ideas and Methods 


Charting Salesmen’s Work 


Manager Monser, of the Louvre Boot 
Shop, Kansas City, Mo., has a system 
of keeping tab on his salesmen, of whom 
there are ten at the present time, by 
means of a chart which he keeps at the 
front. This chart has the name of each 
salesman and after it ruled columns, the 
first of which is devoted to the number 
of customers which the salesman at- 
tempts to fit, the second column to wheth- 
er sold or not, third column, turned over, 
a fourth column, to those lost completely, 
and the fifth column to whether sold or 
lost or turned over, and the last column 
to the exchanges and who made them. 
This system has proved very successful 
both to the manager and to the salesmen 
for it has increased their efficiency and 
stimulated them to greater efforts as it 
keeps before them the exact number of 
sales which they have made, and shows 
them just what their standing is with the 
other salesmen. 


How a Sale Was Handled 


One of the largest advertised sales of 
years was that of J. Bacon & Sons, Louis- 
ville, Ky., department store, advertised 
for the week of November 13, and con- 
sisting of a Thanksgiving Sale. A special 
section of the Louisville Herald, consist- 
ing of eight pages, was given over to this 
sale. The company arranged a special 
meeting of its employes on Friday eve- 
aing, previous.to the sale, and at that 
time special directions for handling the 
sale were discussed among the salespeople 
and the department heads. 

In.an-effort to make the sale of interest 
to the employes it was announced that 


on Monday one per cent of each regular 
salespersons sales would be credited on 
the week’s wage, and miscellaneous em- 
ployes were given a bonus of $1 on the 
week. In addition the regular employes 
were given the privilege of first show at 
the stock on Friday and Saturday, pre- 
vious to the sale. 


Shoe Topics as News 


An enterprising merchant, in a city of 
moderate size, has a method of gaining 
publicity for sport goods that is a good 
example to others. 

He has gained the confidence of a spe- 
cial writer for the leading newspaper in 
his city, and he has arranged with him 
to publish a series of articles on the pop- 
ular Winter sports, and their advantages. 
The article will tell about the pleasure 
and health to be had from skating, snow 
shoeing, sledding and other Winter 
sports. 

He expects that these articles will stim- 
ulate interest in Winter sports, and con- 
sequently increase the demand for sport 
shoes for Winter wear. 


Men in Shoe Stores 


Promotions in Hanover Staff 


Newark, N. J.—C. C. Jones, who for 
some time was manager of the Hanover 
Shoe’ store at 210 Market Street, New- 
ark, has left to take the position of as- 
sistant general manager of the Hanover 
Company. His new position keeps him 
on the road. James Scanlan, who has 
been with the company since 1902 and 
has worked under Mr. Jones at the Mar- 
ket Street store, is the new manager. 


Long Memory a Profitable Possession 


St. Louis, Mo.—One shoe merchant of 
St. Louis proved he had a long memory 
recently, for Joseph Cirior recalled while 
the local grand opera season was on that 
one of the leading soloists owed him for 
a pair of fine shoes the sum of $15, the 
balance of an original charge of $25, for 
stage footwear comes high He ran an 
attachment and got his money with costs, 
proving that a good memory gets the 
money as well as a musical voice. 


Death of Henry Ziegenfuss 


Henry Ziegenfuss, a wealthy resident 
of the East Side, was killed by a railroad 
train in East St. Louis last week. Mr 
Ziegenfuss, who was 71 years old, stuck 
to the shoemaking bench for the greater 
part of his life and through it and in- 
vestments of his savings and profits ac- 
quired considerable wealth. He leaves a 
large estate. 
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Changes in Personnel 


New Orleans, La—D. E. Wilhoyte, 
who has been connected with several 
shoe stores and recently with the Newark 
store in Canal Street, as manager, has 
joined the sales force of the Maison 
Blanche under Manager Sol. Stern. 

Another change noted in the local trade 
is that E. Muynier, formerly with the 
Maison Blanche is now with the Regent 
store in St. Charles Street. 


How One Man Built Success 


Dayton, Ohio—Starting with $1.00, 
some credit and nerve, with brains to 
back it, is the record of Charles Knee, 
1151 West 3rd Street, West Side Sample 
Shoe Store, who in 3 years developed a 
busiaess which averages about $25,000 a 
year. 

“How did I do it?” said Mr. Knee. “I 
gave people good shoes at small profits for 
an advertisement my first year; made the 
turnovers my second year, still good 
shoes, and better prices and profits, but 
my third year—this year—my price 
range is from the ground to the roof. Once 
I lay in a certain style shoe I never dupli- 
cate it but am always looking for some- 
thing new. Do I believe in system in 
keeping stock? Yes! Show me the suc- 
cessful shoe merchant who doesn’t keep a 
stock system—and take the ‘Recorder’!” 


The Enraptured Ad Man 


Some men are so modest that they 
shrink from having their achievements 
recorded; others are not quite so modest. 
Witness the following extracts from acom- 
munication recently received from a 
southern shoe man, submitted as of 
sufficient interest for publication, the 
names only being changed, for obvious 
reasons: 

‘“*Messrs Shoes & Sox were considering 
the installation of a shoe department. 
Immediately a young man whose name is 
revealed a little further along was re- 
quested to come to Bingville for a per- 
sonal interview. The party referred to is 
Mr. Algernon T. Jinks, a native of Blank, 
a state that has been liberal in sending 
forth men of big calibre, men that do 
things and men whose gray matter has 
become recognized throughout this broad 
and glorious land. Mr. Jinks accepted the 
proposition after considering the wonder- 
ful possibilities of Bingville.”’ 

The addition of a new line of shoes is 
described as ‘‘another instance that is 
convincing evidence that showed the 
wonderful ability of Messrs Shoes & Sox, 
in being able to select men who could do 
things.” 

This gentleman's “salesmanship is 
unsurpassed,” and the department’s rec- 
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Insure Yourself 


Rapidly becoming obsolete are 
hard, nail-studded leather 
heels. Suited perhaps to soft, 
dirt roads and walks, they are 
no more suited to our present 
concrete age than the sandals 
of ancient days would be. 


Every day more and more peo- 
ple are asking for O’Sullivan- 


ized shoes, and every day 
more and more dealers arc 
increasing their business 
by displaying | 
and offering 
O’Sullivanized 
shoes to their 
customers. 





Ask for facts. 





Nov. 25, 1916 


O’Sullivan Rubber Company 


131 Hudson Street - - New York, N. Y. 
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ord “only goes to show what can be done 
when you have the right man at the 
wheel.” 

Another interesting case of modesty was 
that of a salesman seeking a new connec- 
tion, who remarked in response to the 
statement that a certain manufacturer 
wanted a live wire for a western territory, 
“I am a live wire myself, with a lot of 
punch.” 


New Shoe Stores 


Stead & Crone’s New Shoe Shop 


Waynesboro, Pa.—Stead & Crone, a 
firm name that has been familiar to a 
shoe buyers in this section for years, have 
opened a shoe shop for men and boys on 


West Fourth Street, opposite the post-, 


office, second floor. C. G. Crone has 


charge of the business. 


Opens Exclusive Men’s Store 


St. Louis, Mo.—J. A. Hutcheson, op- 
erating as the Century Shoe Store, has 
opened a new store, also exclusively for 
men’s footwear, at 424 N. Sixth Street, 
which he has placed under the manage- 
ment of George Palmer, who has been 
with him at the Olive Street store. The 
new store is something of a novelty in 
size and arrangement, being only about 
18 x 30 feet, but it is amazingly well ar- 
ranged and equipped as well as possessed 
of window display space. Every modern 
convenience applicable to the space is 
installed in the store. 


To Open New Store 


Sapulpa, Okla.—A new shoe store is to 
be opened here in December by the firm 
of Bennett & Pitts, under the title of the 
B. & P. Store of Quality. Mr. Pitts is 
the practical shoe man of the firm, having 
formerly been employed in the shoe de- 
partment of Kaufman & Mayer for about 
seven years. The new store will carry 
high grade and fashionable footwear. 


News of Shoe Stores 
Everywhere 


Enlarging for More Business 


Redlands, Cal.---J. W. Hesser of the 
Redlands Shoe Parlors is remodeling the 
interior of the store and enlarging it in 
order to take care of the increase in busi- 
ness in certain lines. 


Pays $4,000 a Foot for Frontage 


Reading, Pa.—Harvey H.: Farr, an 
Allentown shoe dealer, with stores in 
Reading, Allentown and Easton, is re- 
ported to have purchased the old Y. M. 
C. A. building here for $125,000 over 
$4000 per front foot, setting a new high 
realty mark here. 


Remodeling for Shoe Store 


Canton, S. D.—Workmen are engaged 
in placing a new modern front in the Ben- 
nett building and redecorating and ren- 
ovating the interior. When the work is 
completed the building will be occupied 
by Stanley Brown Shoe Co. 


Store Windows Remodeled 


Lewiston, Me.—Laurendeau Bros., shoe 
dealers at 282 Lisbon Street, have com- 
pleted the remodeling of their windows. 
The floors are of inlaid work, oak, cherry, 
birch, maple and red wood, The walls are 
stained birch. 


New Schedule of Working Hours 


Holyoke, Mass.—The new schedule 
of working hours for the clothing and 
shoe store clerks is now in effect and the 
stores close at 9 instead of 9.30 as formerly. 
The closing hour on Saturday will be 
10 o’clock instead of 10.30. 


The change in closing hours is in keep- 
ing with the request of the store clerks. 
Favorable action was taken on the re- 
quest at a meeting of the merchants in 
the Chamber of Commerce late yester- 
day. The clerks also requested that the 
opening time be changed from 8 to 8.30, 
but this was left to the discretion of the 
store owners. 4 


The stores signing the agreement were 
Besse-Mills, A. T. Gallup, G. J. Prew, 
Toggery Shop, Edward O’Connor, Senior 
Bros., Gunzberg Clothing Company, 
Prentiss Shoe Store, Childs’ Shoe Store, 
Williams’ Boot Shop, the Newark and 
Brown shoe stores and Bechard & Reilly. 


Change in Ownership 


Avoca, Iowa.—Chas. Schmidt has dis- 
posed of his clothing and shoe store to 
J. J. Kenkel of Hedrick, Iowa. 


Kinney’s 53d Store 


Binghampton, N. Y.—There is a touch 
of romance in connection with the coming 
opening of a retail shoe store at No. 47 
Chenango Street, by G. R. Kinney & Co. 
Nearly 30 years ago Mr. Kinney was em- 
ployed by the Lester Shoe Company in the 
factory building at Henry and Washing- 
ton Streets, which is now occupied by the 
Ansco Company. He conceived the idea 
of establishing himself as a retail dealers, 
and opened a store in Waverly 22 years 
ago. That was the start of a chain of 
stores of which the one to be opened here 
is the fifty-third. In the Waverly store, 
the force consisted of Mr. Kinney and a 
boy. In his store at Rochester alone last 
Saturday 55 salesmen were employed. 

Mr. Kinney has built a retail business 
which is said to market $6,000,000 worth 
of shoes a year. The stores are located in 
most of the big cities, in New York, Penn- 
sylvania, Ohio, West Virginia, Virginia, 
Georgia, Alabama, Indiana, Missouri, 
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Michigan, Wisconsin, Illinois and New 
Jersey. 

H. H. Woody of Lincoln, Kan., who 
has been long with the company, will have 
charge of the new store here, which will 
have a floor space of 70,000 square feet on 
two floors. 


Improvements in Nelson Store 

Wilmington, Del.—Alterations costing 
about $3500 have just been completed at 
the store of the Nelson Shoe Company, 
422 Market Street. The entire upper part 
of the building was torn down and two 
huge skylights installed which makes the 
store a bright and cheerful daylight store. 

The original store had only a depth of 
40 feet when it was first opened in 1903. 
Now it is more than 100 feet in length, and 
with the new patented chairs installed 
there is a seating capacity for 150 persons. 

A mezzanine floor runs around the 
upper part of the central section of the 
store. The color scheme is pearl gray and 
mahogany. G.T. Sauter has been man- 
ager of the Wilmington store four years, 
originally coming here from the home office 
and factory, where he had experience in 
the actual manufacture of shoes and in 
organizing retail stores for the Nelson 
Shoe Company in all parts of the country. 


Tipping in Shoe Stores 

Louisville, Ky.—The tipping evil is one 
that the shoe men of Louisville have 
never had to contend with, and only a 
very few cases have ever been known of 
here. Charles Troxler, manager of the 
Crossett store, recently had a case where 
one of his clerks was offered a half dollar 
tip for quick service, the customer claim- 
ing that tipping was customary in his 
part of the country. Another dealer tells 
of one of his girl clerks being presented 
with a dollar’s worth of street car chips, 
shortly before Christmas, by a wealthy 
customer, the girl not knowing what to 
do with the chips, and being afraid of 
spending them, thinking it was illegal. A 
third man told of a customer in St. 
Louis, who wore a three and one-half 
size in a women’s shoe and was so glad 
to get fitted on one occasion that he pre- 
sented a clerk with silver dollar. 


Obituary 


Death of Miss Marie Ravain 


New Orleans, La.— Miss Marie Evelina 
Catherine Ravain, who with her brother 
J. A. Ravain, conducted a retail shoe 
store at Frenchman and Decatur Street 
in New Orleans died November 18th. 
The funeral took place Sunday from the 
residence 1323 St. Bernard Avenue. Miss 
Ravain was well kaown in the shoe trade 
and was popular with the trade of the 
Ravain store where she acted as sales 
woman and assisted in the management. 
She was a daughter of Hypolite Ravain 
and Marie Barbe. 
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Better than Leather 
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Neolin Makes New Shoes 


When your customer 
takes his first Nedlin-soled 
step he is delighted with 


the foot-ease of the new 
shoe. 
Your sale is quickly 


made, for much of the de- 
lay in shoe selling is caused 
by the stiff, uncomfortable 
feeling of new leather soles. 


Nedlin needs no break- 
ing in, so it takes a satisfied 
customer out of your store. 


Nedlin wears longer 
than leather, so it brings 


a satisfied customer back 
to your store. 


It has been welcomed 
by over four hundred of 
the best shoe manufactur- 
ers in America as a splen- 
did relief from a desperate 
leather famine. 


It has been welcomed 
by thousands of shoe deal- 
ers as an escape from the 
embarrassment of inferior 
footwear forced upon them 
by the scarcity of good 
leather. 


It has increased __ their 
sales because of its imme 
diately perceived foot-ease, 
and because the dealer can 
appeal with it to every 
class of trade. 


To men and women 
Nedlin means new shoes 
as comfortable as old shoes 
—and a waterproof sole 
that does not slip. 


To young men and girls 
it means the jaunty sure 
footedness_ which they 
hitherto found only in their 
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Better than Leather 





Comfortable as Old Ones 


golf, tennis, baseball or 
yachting shoes. And it 
confers distinction even on 
the finest and most fashion- 
able of footgear. 


It gives exactly the same 
qualities to shoes of more 
moderate price. For, no 
matter what the price of 
the shoe, the Nedlin sole 
is always the same quality. 


To children, boys and 
girls alike, it gives a double 
delight. ‘ For old shoes re- 
soled with it by the repair 
man have all the wear and 


comfort Nedlin gives new 
shoes. 


We doubt if any article 
of household wear, devel- 
oped in the past hundred 
years, has conferred more 
widespread benefit. 


We know that no devel- 
opment of shoe manufac- 
ture has meant more to the 
shoe retailer. 


Nedlin means sales 
quickly made. 


It means satisfied cus- 
tomers. ; : 


It is a style maker, a 
comfort giver, an econo- 
mizer, a salesman and a 
business builder, all in one. 


* * * 


For your convenience 
we have prepared attrac- 
tive newspaper advertise- 
ments, which we will 
gladly send you in plate 
form on request. Space is 


left for your name in large 


type at the bottom. 


The: Goodyear Tire & Rubber Compan: 
Akron, Ohio : 
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ST. NICK 
RED LEG RUBBER BOOT 


LINIKA 


BRAND 





A popular and practical holiday 
gift for little folks. 





Misses’ and Children’s sizes only. 


Packed in individual holly 
boxes 12 pairs to the case. 







UNITED STATES RUBBER CO. 
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Boots and Shoes 


The past week or ten days have given an enliven- 
ing tendency to the rubber footwear trade. Snow has 
been quite general in many parts of the country, 
though none of the larger cities has had any extensive 
amount. As has been said before, two or three inches 
of snow in a large city will give an impetus to the 
rubber footwear trade far exceeding that of one or 
two feet in less populated districts. However, though 
the retail trade has not been greatly stimulated, as 
the retail shoe merchants are now fully awake to the 
necessity of being prepared for heavy snows, and the 
resultant heavy trade, jobbers have delivered the 
larger proportion of their orders, and their stocks are 
low because they have filled their retail orders. They 
are therefore demanding the delivery of the remainder 
of their orders from the manufacturers. 

Every rubber manufacturer in the country is behind 
in his orders and is working his factory to its fullest 
capacity, shipping out each day a proportionate 
amount due his principal customers. There is not a 
manufacturer in the country who could not employ 
at least 20 to 30 per cent more help than he is able to 
get. Many factory workers are now receiving so 
much higher pay in the munitions factories that rub- 
ber workers are scarce, and this, together with the 
extraordinarily large orders of this year, are respon- 
sible for the present state of affairs. If storms are 
not too prevalent, it is likely that the manufacturers 
will catch up with orders by Christmas or New Year, 
though it is safe to say that some customers will not 
receive all the goods ordered by them by that time. 


Tennis Shoes 


As has been said before, manufacturers of tennis 
footwear are as busy as can be, and they are taking 
on all the help they can get, with sufficient orders on 
hand to keep their factories running overtime while 
anticipating a much heavier demand than ever before 
when Spring comes. The high price of leather foot- 
wear will make the tennis shoes more fashionable 
than ever this coming season, while the effort of 
manufacturers to put more style into the shoe and 
add such touches as will give them greater attractive- 
ness, will insure a demand which is likely to keep their 
factories running to full capacity up to mid-Summer. 


Crude Rubber 


With prices varying more or less from last week’s 
figures the demand continues about the same. The 
arrival of a steamer to Boston direct from the Far East 
bringing a large amount of rubber, is a rather unusual 
occurrence. Sales are not large although manu- 
-facturers are taking more or less right along. Fluc- 
tuations of the London market are reflected here, 
though these changes in prices seem neither to stim- 
ulate nor deter trading. 
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We quote: Upriver fine, 82c; islands fine, 77c; up- 
river coarse, 46c.; islands coarse, 314c.; caucho ball, 
47c. for upper, 46c. for lower; cameta, 32c.; centrals 
and Mexicans 46 to 47c.; Guayule, 32 to 33c.; Massai 
(red) 53c.; first latex pale crepe, 68c.; smoked sheet, 
66c. 

Scrap Rubber 

The scrap rubber market shows up better than a 
week ago with a largely increased demand. Little 
change is noted in prices. It is believed that collectors 
are holding back in the hopes. of securing better offers 
from the dealers, and it is claimed that the dealers 
themselves have large amounts on hand. Reclaimers 
claim they have all they can do to fill orders for their 
customers. Under these circumstances it is more than 
likely that prices will not recede. All the principal 
markets are about the same as to prices. Buffalo, 
Chicago, Philadelphia, New York and Boston dealers 
are offering from 9 to 9}c. for scrap boots and shoes 
and 7 to Tic. for trimmed Arctics. These prices, of 
course, are what collectors receive for large amounts 
delivered, and shoe dealers can hope to receive offers 
sufficiently less to allow the collectors a margin from 
packing, forwarding and profit. 


Rubber Notes 


C. L. Ames of L. Candee & Co., New Haven, was a 
visitor to Boston last week. 


Manager Hollister of the Ohio Rubber Co., Cleve- 
land, O., was in this city last Saturday. 

W. A. Prior Co., jobbers of rubber footwear are 
now located at 174 Lincoln Street, Boston. 


G. F. Hichborn, traffic manager United States 
Rubber Co., was at the Boston office last week. 


Francis F. Silliman, for many years a rubber goods 
salesman, and well known all over the country, died 
at his residence in Malden last week, aged 81 years. 
He retired from business about five years ago. He 
leaves a widow and one son, who is western salesman 
for the American Rubber Co. 


The banquet committee of the Rubber Club of 
America, Inc., have sent out a preliminary notice 
announcing that the Seventeenth Annual Banquet 
will be held in the Grand Ball Room of the Waldorf 
Astoria Hotel, in New York City, Monday evening, 
January 8th. The committee consists of Geo. B. 
Hodgman, Henry C. Pearson, and W. T. Cole. 


New Composition Sole and Heel 


Factory 


The Marathon Tire and Rubber Co., of Cuyahoga Falls, Ohio, 
have opened a department for the manufacture of rubber and 
composition soles and heels of high grade. This department is 
in charge of Mr. Frank B. Rickaby, formerly of Boston and 
Akron. 
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A Friendly Talk To the Hundreds of Dealers 
Who Are Selling 


E. T. WRIGHT & COMPANY’S 








ARCH PRESERVER SHOE 


A glance over the “sizing-up” orders for the two 
numbers carried in stock on the ARCH PRESERVER 
shoe indicates that the average dealer is selling about 
five pairs of the Wide Toe Kid Blucher to one pair of 
the Black Gun Metal Bal. 


There is something wrong about this—something 
entirely wrong. 


There is but one answer that we can conceive of to 
account for this condition. Most of you are still think- 
ing of the Arch Preserver as essentially a “‘bum-foot’ 
shoe. 


Now, it only happens that the Arch Preserver is the 
best shoe in the world for most of the foot trouble con- 
ditions with which the shoe dealer comes into contact. 
It was not designed for this purpose, and it is not our 
intention to offer it as a ‘‘corrective” or “arch prop” or 
“foot support” shoe. 


It was designed as—and absolutely is—the first and 
only shoe ever made that is right in its proportions, 










Stock No. 137R—Custom Arch Preserver Last, Gun Metal Calf Bal. 
-seeeeee Price $5.00 


7 to 11; A, 6 to 11; B, 5% to 11; C and D, 5 to ll : 


E. T. WRIGHT & CO, Inc. 


Stock 137R 
IN STOCK 


right in its modeling, right in its ‘‘anchored arch” 
bridge construction; “JUST WRIGHT” in every detail 
and respect for a good foot to wear. 


Again—it only happens that it is the best shoe in 
the world for the other kind of feet, because it happens 
to be true that the shoe which is the best thing for the 
good foot automatically becomes the best thing for 
most forms of bad feet. 


A proper understanding of this very important fact 
regarding the ARCH PRESERVER -shoe, would save 
to the dealers of this country, for better use, many 
hundreds of thousands of po di now tied up in the 
multitudes of types of corrective shoes. 


— the point that we want to get at in this letter is 
this: 

The dealers selling Arch Preserver shoes should be— 
and would be—selling ten pairs of the Narrow Toe 
Calf Bal to one pair of the Wide Toe Kid Blucher, if 
they really had the proper understanding of this great 
young man’s shoe. 


In the first place, there is not a “‘niftier” forepart on 
any young man’s shoes in any line in the country than 
we have put on this Custom Toe Arch Preserver. 


In the second place, there are mighty few young men 
coming into any store these days who have not devel- 
oped some form of foot weakness or 
foot deformity. These deformities, etc., 
are the product of shoes which are not 
strong enough in the shank, not 
modeled properly, and consequently 
have to be short fitted in order to please 
the eye of the young men; and these 
deformities, etc., are aggravated by 
every additional pair of shoes they buy 
—of the regular sort. 


In the third place, the Custom Toe 
Arch Preserver feels so much better, 
fits so much better—when fitted ac- 
cording to instructions—and looks so 
much better on the young man’s foot 
that the average sale is made in a frac- 
tion of the time it takes by comparison 
with the time spent in trying to please 
him with other shoes. 


Try the simple scheme of putting 
the Narrow Toe Arch Preserver on one 
foot and any other shoe on the other 
foot of every young man who comes 
into the store for just one week, and 
watch the results. 


Rockland, Mass. 






Sizes: AA, 














Nov. 25, 1916 











Nov. 25, 1916 


+ 


“THE GREAT.NATIONAL SHOE WEEKLY” 61 


« In Centers of Shoe Manufacture + ¢ ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


Growing Strength in Fabrics 


The'situation in the leather market during the past few weeks 
has been watched very carefully by manufacturers, with the re- 
sult that practically all the St. Louis houses have had a large pro- 
portion if not all of their buying staffs in the leather centers to 
pick up all available and suitable material for the needs during 
the Winter and Spring season. The high prices for upper leathers 
have reached the point that a considerable number of the St. 
Louis houses are going very seriously into the fabric topping 
situation as a real and immediate necessity and in consequence 
models are being put through in a number of instances with the 
intention of pushing cloth tops in the novelty lines. In these new 
samples material costing up to 30 cents per square foot is being 
utilized and even higher priced, it having 
been determined at the outset that 
fabric tops to win must be of the best 
grade, with none of the qualities which 
have militated against them heretofore. 


Brings Suit for Fire Loss 


Jackson Johnson, chairman of the 
board of the International Shoe Company 
who lost his magnificent home by fire 
about two years ago, has sued a musical 
instrument ompany for $360,000 damages 
as having been the cause of the fire 
through the installation with defective 
wiring of an electrically operated organ. 
The organ had just been installed and the 
night before the fire Mr. Johnson was 
the last one to play it. In the fire 
priceless paintings and rugs were de- 
stroyed and many other objects of art of 
very great value. The organ cost about 
$10,000 and was so wired that it could 
be turned on from any room in the house. 
It was a Christmas present by Mr. 
Johnson to his family. 


Collections Above Normal 


Collections on accounts of retail shoe merchants in the St. 
Louis territory continue to be reported execptionally good, with 
only one or two soft spots. The chief point of trouble is a sec- 
tion of the eastern Mississippi and western Alabama where the 
boll weevil caused serious damage and interfered with the 
finances of the farming population. Practically everywhere 
else collections are reported above the normal by a considerable 
per cent and the volume of orders is reported as indicating that 
merchants are rapidly disposing of their goods, well in accord- 
ance with the expectations when making purchases. 


New Factory for Boyd-Welsh Co. 


Plans are being prepared for the construction of a large new 
shoe factory for the Boyd-Welsh Shoe Co., at Newstead and Cook 
Avenues, St. Louis. It will be a three-story building and will be 
erected on a part. of a lot fronting 450 feet on the north side of 
Cook Avenue. The land has already been acquired and a realty 
company incorporated to finance the construction undertaking. 
The new plant has been necessitated by the rapid growth of the 
business of the Boyd-Welsh Co., formed some three years. ago 
by John C. Boyd, then connected with the Brown Shoe Co., and 












Jack T. Welsh, one of the best known salesmen traveling out of 
St. Louis. 
To Winter in Hawaii 


J. B. Dobyne, president of the Champion Shoe Machinery Co., 
has gone to California and later will sail for the Hawaiian Islands 
to spend a greater portion of the Winter with his wife, who ac- 
companied him. During his absence, the affairs of the company 
will be largely in the hands of Geo. Dobyne and also L. F. Mahler, 
who is general sales manager of the Universal Shoe Machinery 
Co., which is an allied institution operating out of the same head- 
quarters as the Champion Co. 


New Factory Supply House 
Arthur" B. Donnelly, commanding the First Regiment of 
Missouri National Guard, who recently returned from the bor- 
der, together with Norman D. Comfort, a captain in the same 
regiment; has formed the Interstate 
Mercantile Co., which will handle heels, 
counters and similar lines of shoe factory 


supplies. The new concern will have 
CASTOR headquarters at 1904 Olive Street. 
BROWN Increase Capital of J. S. & S. Co. 


The growth of the Johnson, Stephens & 
Shinkle Shoe Co., which was organized 
last Spring and started operations in its 
factory at 2203 Chestnut Street late in 
the Spring, has required an increase in 
the capital stock of the company in order 
to take care of the heavy influx of busi- 
ness. The company was organized with 
a capital stock of $75,000,000, which 
has now been made $100,000,000. The 
company is increasing its output and its 
selling force as rapidly as men can be 
obtained and trained. It makes a 
specialty of high-grade women’s novelty 
footwear for the large department and 
exclusive shoe stores of the larger cities. 


A top of buck 
and a vamp of 
kid. Selected 
from line of 
James Clark Co., 
St. Louis. 





Increasing Factory Capacity 


The Lund-Maudlin Shoe Co., which has 
been turning out about 700 pairs of men’s 
: welts per day in its factory at Highland, 

Ill., is making arrangements to increase the factory capacity 
to at least 1,000 pairs per day, in order to catch up with the de- 


-mand for its product. It has leased increased space adjoining its 


office quarters in St. Louis, in order to handle shipments. 


International Convention Scheduled for Next June 


The Executive Committee of the Associated Advertising Clubs 
of the World, which met in St. Lou's October 30 and 31, selected 
June 3 to 7, 1917, as the dates for the international convention to 
be held in St. Louis. The council visited St. Louis to make prep- 
arations for the coming national convention and all its members 
were present, with one exception, while many other members of 
the national organization, not a part of the Executive Committee, 
were also in attendance. During the stay of the visitors in St. 
Louis President Herbert S. Houston was the guest of honor at 
a banquet at the Missouri Athletic Association given by the Ad- 
vertising Club of St. Louis. 

During the session of the committee a meeting was also held 
of the National Commission of the Associated Advertising Clubs, 
which was the first for this body since the convention in Phila- 
delphia. ’ } ; 
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Shoes of Genuine Calfskin 


SO 
bho 








The Medium Shade Tan. Not Light or Dark 
The shade that’s a seller 
and will be a seller when 
other shades are forgotten 


IN STOCK---UNION MADE 


sa 


NOTE THIS 
PRICE 


$3.75 


THINK OF IT IN HIGH PRICE TIMES 











Stock Style No. 2527—Men’s Tan Stock Style No. 2526—Men’s Tan 
Lotus Calf Bal, English Last. 3 and 4 Lotus Calf Blucher, on Medium London 
Wide. Sizes 5 to 11. Toe. 4 and 5 Wide. Sizes 5 to 11. 


SEVENTY-FIVE OTHER STYLES 
OF MEN’S UNION MADE McKAYS 
AND WELTS AT WHOLESALE 
PRICES OF $2.10 TO $4. 7 


OUR NEW CATALOG OF IN-STOCK 
SHOES ILLUSTRATES AND _ DE. 
SCRIBES ALL STYLES READY FOR 
IMMEDIATE SHIPMENTS. 


SEND FOR A COPY 


Whitcomb Shoe Co. .°. Haverhill, Mass. 


HUQQUCA0 CUUUOOONOOQQOOQ0OOEEUEPUUUGOONY GUMOOETEUUAGENOGGGROREUGEOOUAUEEGAUOEEOOGOOOOUUAUOOOGOSOOOOGOOOOE AT HOOOOOOOSOOOOOUUUGAEOOOROAOOUOOGHUAOOAA 
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Arrangements were completed for holding a large proportion 
of the departmental and similar meetings of the convention in the 
down town section of the city. 

A new finance committee was selected, composed of Lafe 
Young, of Des Moines, Iowa, O. C. Harn, of New York, Barney 
Link, of New York, Reuben Donnelly, of Chicago, and John C. 
Oswald of New York. 

The Executive Committee also indorsed a law providing for 
the punishment of any dealer who, without the consent of the 
customer, substitutes an article for one asked for by the pur- 
chaser which the dealer does not carry in stock. 

It was stated at the meeting that:there was every likelihood 
that the President of the United States will attend the national 
convention when held in June. 


To Eliminate from Advertising All Comparative Prices 


An interesting step was taken by the Stix, Baer & Fuller Dry 
Goods Co., of St. Louis, last week, which applies equally to the 
shoe department as well as to the remainder of the store. This 





Announcing 
An Important Change 
In Our Store Policy 


Effective Tuesday, October 31st 








The use of comparative prices 
will be discontinued in all of our 
advertisements. 


Stiz, Baer & Fuljer Dry Goods Co. 





Comparative price quotations have a tendency of 
breeding exaggeration. No matter how vigilant one may be—no matter 
what caution one may — matter how severely one may 
censor the reports are like- 
ly to. occur. They may be | ans merely to the overenthusiasm on the 
part of one individual, or to an honest error of judgment on the 
part of another, but the results are the same. 

The adoption of this policy in our advertising is also 
due to the abnormal conditions existing today because of the European 
war, which has resulted in price fluctuations so frequent and so great 
that it is difficult for merchants to determine the exact market value 








of merchandise. 
We have always zealously guarded our reputation for reliable, hon- 
est h and have pted to avoid any method of store- 


keeping which could j in the least degree be subjected to criticism. We 
regard the integrity of our printed or spoken word as too sacred to be 
clouded by the slightest doubt. 

There will be no change in our policy of —< special .—~ 
Our sale features will continue to be saving 
fortunate trade deals permit, we shall offer our pecan -y full benefit of a 
but in no case will we quote comparative values. 

Our plain statement that the merchandise offered is an exceptional value at 
the price will, in our opinion, have sufficient weight. 

This ferward step is the result of an evolution that is creating a better under- 
standing and a spirit of greater confidence between the merchant and the public. 


Stix, BaeveTiuers 

















was a decision to eliminate from the advertising of the store all 
comparisons of prices. Although the offering of special bargains 
will be continued as heretofore, the statement of what the goods 
are worth or what the previous price may have been will not be 
made. The action was taken because of the belief on the part of 
the officers of the company that the use of comparisons has a 
tendency to breed exaggeration, no matter how great the vigi- 
lance employed. 


To the Juvenile Trade Goes the Samuels Shoe Co. 


The Samuels Shoe Company, St. Louis, which specializes in 
young women’s, girls, boys’ and infants’ shoes was formed in 
January, 1914, by T. R. Samuels, president and J. G. Samuels, 
vice-president, with E. R. Samuels, father of the two young men, 
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as secretary-treasurer. All three had had wide experience in the 
shoe business before forming the new company and have put 
that experience to excellent use during the three years which 
the company has been in existence. The salesmen of the house 
cover the St. Louis trade territory thoroughly, particularly Mis- 
souri, Arkansas, Mississippi, Tennessee, Texas, Oklahoma and 
Louisiana, but its business reaches as far West as the coast and 
as far East as Ohio. The growth of the house has been rapid and 
the business for 1916 will at the present rate exceed that of 1915 
by 100 per cent or more, the gains to date already having assured 
that. Messrs. T. R. and J. G. Samuels, in addition to their sell- 
ing experience, have specialized on style and in this respect have 
made interesting the development of their business by giving it 
a distinctiveness that is well recognized. Two brands in which 
they take particular pride are their Humpty Dumpty play shoe 
and their Kindershu for infants, but their most active attention 
is given to the service of the house and the quality of the mer- 
chandise. It is one of the youngest of the active firms of the St. 
Louis shoe market, but it has already set its impress upon the 
particular shoe field in which it operates. 


Return From Leather Buying Trip 
A. G. McGaghey, the upper leather buyer for the Brown Shoe 
Co., P. O’Brien, sole leather buyer, and Geo. Shanklin, also up- 
per leather buyer for the same company, have been in the eastern 
and other markets in pursuit of the elusively priced stock for 
the plants of the company. They have returned to St. Louis 
and report measurable success in obtaining supplies for the fac- 


CINCINNATI 


The local trade continues active in all departments; the manu- 
facturers report the volume of orders being booked for next Spring 
and Summer season by their men now on the road, as being in 
excess of a year ago. They indicate too that merchants are eager 
to cover their requirements in the way of stocks for the next 
season, for most of them realize that the manufacturer is in an 
uncertain position regarding the supply market. In any event, 
the shoe merchants realize that orders must be placed as early as 
possible, if they would get the benefit of prices which they may 
not obtain a few days or a few weeks later. 

Wholesalers are limited in their activity only by the amount 
of footwear they can get from the manufacturers with which to 
supply constant demands made upon them. With few exceptions 
the jobbing trade is in a flourishing condition this season. 


Retail Sales Increase 15 Per Cent 

The retail shoe trade is good. The shoe stores indicate that 
the demand this season is in excess of a year ago by approximate- 
ly 15 per cent. This extra demand, plus the increase in cost of 
shoes to the consumer, explains why it is the shoe stores are en- 
joying a prosperous and busy season. While prices are higher 
than they were a year ago, there seems to be no question but what 
shoes bought this season cannot be replaced next season short of 
20 per cent additional cost to the consumer. 


Cloth Toppings Looming Larger 

The apparent scarcity of shoe materials from which to make 
footwear as compared to the demand, is causing a great many 
shoe manufacturers and shoe dealers to think seriously of placing 
on the market a greater number of cloth-top shoes next year. 
The style sections of many newspapers and magazines are be- 
ginning to urge this upon the consumer and in order for a medium 
and popular priced shoe to be within the reach of the average 
purchaser, it is certain that something other than leather must 
be used in the making of footwear. 


Gibson Hotel Convention Center 


The retail shoe merchants of Cincinnati are gradually becoming 
organized into a real association in connection with the Retail 
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The F EATHERWEIGHT 
ICE CREEPER 


Cc. W. CHURCHILL, Manufacturer 
214 Third Street, Lowell, Mass. 


= 





T’S an article on which retailers 
make big profits. No trouble to 
fit and easy-to sell. Made in Men’s 
’ + Fig. 1 Fig. 2 
and Women S S1ZeS. Fig. 1 shows “~~ pee up from heel 
when in use 2 shows c in 
Their grip is sure. You do not have to ” yeeNerD: 


creep, but can step with confidence. They are light, simple, durable, 
easily adjusted and won’t come off. Order from your jobber at once. 





CURRCOUGEOCHOGEOGORCRREORECQOROEOREOGRRURRGROGRERERER: 


Never Slips 
MITITITITTT 


= 


n 





SEEEEEDEECEEGGGGGCGUGCEQUQUOQCGURORRRUEEOCOREURORORRRRRRRCCRRGRGRERORRRCREREGEEES 


?Shakespeare 


=Shoe Store Chairs 





=Occupies 
=Smallest 
=Store Space 


=Most Practical 
=and Successful 
= hoe Store 
=Seating Ar- 
=rangement 
=Ever Planned 





Write for Catalog 
The C. F. Streit Mfg. Co. 


1047 Kenner Street 
gure elena. CINCINNATI, O Cu.» xo eels 
TITEL iii iii littl ttc 


29° 


PTTITITIIT 





Six Cents For Matrix Shoe Cuts 


If you are paying more you are wasting good 
money 

Become a yearly subscriber to our Service and receive 

each month a series of 50 snappy, business-pulling 

matrices of latest style shoe cuts at 6 cents each, or 

$3.00. 

We guarantee this service to contain more up-to-date 

and a higher class of shoe illustrations than any other. 

See your local newspaper. Get them to subscribe for 

this service and receive these cuts free in return for 

advertising space. 

Write us today for proof sheets. 


The Waskow Company, Inc. 
Specialists in Shoe Illustrations 
551-57 W. Washington Street Chicago 


Trade Marks in Foreign 


Countries 


Do you Realize the By my of ee ag your 
Foreign Trade in Cuba, exico, the South Amerian 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well asin the United States. 
Address all Inquiries to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St.. Boston. Mass. 








CUDUEOOURROOGEGURGRROGOQUOREGRGEQUEGRGRORGRRRORRRORS 
TRCRRRGDRGRRDCORURECRCRRRSRRCRRUORASERCRECRERRRRCREOOe 














SUCGHHUGUEEUUOEEEUOUEUOUEUCOOEECOOUEEUOUEREOOGEOOOOEECOOOROOOSEOUOEREOOOOOUOOOOOOOSNEOOOSUCOORECOGOUUOUGOUOUGROOUGEEOOOSOUCOOROUOOSOCUOROOUOOROOOOEOOOOSROUOGENOOOOOUCONEES 


, APPELBEE & NEUMAN 


23-25 GREENE STREET, NEW YORK 
ae Originators and Manufacturers of 


FANCY SHOE BUTTONS 


YOU SEE THEM EVERYWHERE 
Pearl, Ivory, Pearlustre, Inlays, Etc. 


New York, U.S. A. - - - - - - - Manila, Philippine Islands 






es 
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HUR-FIT PORT GAITER 
NAPPY TORM GAITER 
PATS ; COTCH HEATHER GAITER 





i 





Trade-marks in Foreign 


Countries 





Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia 
and Africa? 

Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


= Mustard Yellow, 
= Pearl and Ecru. 
=8, 9 and 10 

=button. _ 


The Shoe Manufacturer maintains a Pat- 
ent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. 





Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 179 South 
St., Boston, Mass. 






Style B-8 


S-R-S Co. 
24 FRONT ST., SALEM, MASS. 

MAKERS OF LATEST ENGLISH DESIGNS 

TTTTTTTITTT I 


UUGUEUUEECEUCEAUUSUCEEOOUUOAOUUCEOSOOUGHOUOUUOUUUOOUUERGOUEOGUOODOOUOOUCEROEEOGGOOUGOECEOOCHUONUNOUNUAANECUTSTOONT an 


TOULEROQRDOGEOUGUUEROQERGGEEQOQUQUOGUCGCQUQOSGRRRGOUGGCROGGQOCCCOOOOQRGGCPOGCOROGEOROGNGDOUQOGUOGOUGGORUGOQGGERS 


PUTT 


i it tti teed 


Ny 


What are you doing about “Show Rooms” during January? 


HOTEL 
ESSEX 


is the place for your display. Centrally 
located. Light, cheerful rooms. Prompt service. 


BOSTON 
MASS. 


Write us relative to rooms and rates now. 


David Reed - - --- - Manager 











Unparalleled Values at 
$2.25 wholesale 














odel~ No. 1990A Women's 8-inch Patent Model No. 1992A—Women's 8-inch Dui .. Model No. 1071A—Dull K 


Mode 4 Gypey Button Model No. 1085A—Patent Button 
Button Boot, Cloth Top, 17-8 inch Concave Button Boot, Cloth Top, ATS tneh h Concave Boct, 17-8 inch Concave Heel. Sizes ye oy 
E. 8. 


Boot, Cloth 
F i Plain Toe. 1 7-8 inch Heel. Sizes 2 1-2.to 
E. ble Sole. 





Heel. Widths D and E. Heel. izes 21-2 to 8. . Widths D Widths D A E. none Sole. Dand E. Half Dow 
Single Sole. Single Sole. odel No. 1072 1 Kid Button Boot, — 
Model No. 1991A—Same as above in Lace. Mat Top. 1 7-8 tach B Hee aL - 


Model No. 1073A—Same as above in Blucher 


Protect yourself against 
a rapidly rising market 





Prices on “shoes of every grade, are climbing to un- 
precedented heights. And the end, authorities assert, is 
not in sight. 

Here is your chance, if you act quickly, to protect 
yourself and your customers. 

The Belle-of-Broadway Shoe, at $2.25 wholesale, 
would be a remarkable value even under normal market 
conditions. As the market stands today, this shoe is an 
absolutely unparalleled value—an economic manufac- 
turing achievement that stands alone in the field. 


of making this shoe the world’s greatest value at its 
price. We study economy, efficiency, elimination of 
waste. 

No culls are used in the Belle-of-Broadway Shoe.’ Gun 
metal models are cut out of plump weight upper stock, 
with all the weight in the leather itself. Patent leather 
models are made of the best chrome patent, a better- 
wearing material than bark tanned. Counters are guar- 
anteed to outwear the shoes. Heels are double-clinched 
and cannot be pulled off without demolishing the shoe. 


Model No. 1116A—Patent Lace Boot, Gray 
Cloth Top, 13-8 inch Heel, Growing Girl or 
Sizes 2 1-3 to 8. Widths D 
ingle Sole. 

Model t No. 1118A—Same as above with Black 
Cloth Top. 


The Belle-of-Broadway Shoe. in short, is made to wear. 
Read the guarantee in the panel to the right. 

Because it gives service such as women have never 
before obtained in shoes of similar grade, the Belle-of- 







How can we do it? How can we make a shoe of guar- 
anteed wear to sell at $2.25? 

Specialization is the secret. We focus our whole energy, 
our entire skill, our complete facilities on the single task 


The Elbinger 
(elle. 





road 


Lebanon, 
TRADE AMARK REG.U.S. PAT. OFF. 


Model No. 1000A—Gun Metal Button Boot,Mat Ph 
13-8 inch Heel, Growing Girl or Baby Doll 

Sizes 2 1-2 ° ¥ Widths D and E. Half Double ‘sole 
Model No. A—Same as above, with Cloth Top. 
Model No. joosA—Gun Metal Biucher Boot, Mat Top. 























Wear GUARANTEED or 


new shoes Free— 














Model No. Le a gm Button Bot. Mat 
Top, 17-8 inch Heel, Tip. 
Wid D and E. Halt Double Sole. 


Thirty smart styles ready 


Model No. J076A-—Patent Button Boot, Cloth Model No. 1051A—Patent Button oh 
<2 T Plain Toe, 1 inch rT Cloth Top, 13-8 inch Heel. Growing 9 irl 4 
ae Oe or fab D ‘oll Ran a oes Fey Ns Widune Baby Doll Last . Sizes 2 1-2 idths 
. D ahd E. Half Pouble Sole. 

= No. 1059A—Same as above, with Cloth Mod del No. 1077A--Same as above, with Mat Mo dui No 3 


and E. pelt Double Sole. 


op. 


for Immediate Shipment 


Broadway Shoe will build up your business. The woman 
who once buys this shoe will always buy it. She will tell her 
friends about it—be a friend and booster of your store. 

No matter how many cases—36 puirs to a case—you 
may need for immediate shipment, we can supply you 
at once. 

Check over your stock now, and send us an order that 
will supply your present as well as your fulure needs. We 
cannot guarantee that our present $2.25 price will con- 
tinue. Take advantage of it now while you have the 
opportunity—take no chances with the uncertain future. 

You will assist us in giving your order prompt atten- 
tion if you will send three references as to your respon- 
sibility. 

Write for Catalog showing complete 
line of styles 


Shoe Mfg. 


Ohio 


way SHOE 








Our Guarantee 


We absolutely guarantee the reasonable wear of 
every shoe that we make. You can sell Belle-of-Broad- 
way Shoes to your most critical customers, demanding 
considerable wear, and you will find them highly satis- 
factory. Should a pair of our shoes go wrong, and if in 
your good judgment you feel that the fault is ours please 
return the worn pair to us at once, and we will deem 
it a pleasure to give your account credit for same; we 
Stand behind every pair. You know that we could 
not make such a sweeping guarantee as this unless 
our shoes wear. 











‘ 


O. 


Model No. pe ag ay “— vet Gypay Boot 
17-8 ae Heel, Single to 8. 
Widths D and E. 


044A—Same as above, with Mat 


Model No. 1075A=Gun Metal Butt. buvt, ».uf 
aoe 1 3-8 meh Heel, Prowies Girl or Baby 

Doll Last. Sizes 2 1-2 to 8 idths D and E, 

Half Double Sole. 

5 Model No. 1074A—Same as above, with Cloth 
op. 





Model No. 1001A-Gun Metal Butt, Boot, Mat 
Top, 1 7-8 inch ih Heel. Sizes21-2to8. Widths 
Dand FE. Half Double Sole. . 
Medel No. 1086A—Same as above, with Cloth 
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Add io Your Sales Score 


You Can Overcome “Interférence” by weeny 















HOES FOR. M 
Retailing 


Profitably 
at “ canty 





























Unbranded 


Styles in Stock 
Ask for Catalog 














In “WEARMORE” 
Shoes you'll recog- 






nize a degree of Mer- 
it and Refinement 
found only in the 





finer and _ higher 






priced lines. 















If you've not seen the **Snow’’- 
man, a postal will ensure a call 
without obligating you in the least. 


3 Live ones on our Most popular English last 


Stock No. 611. ORMOND 
Gun Metal English Balmoral, Mat Top, 
nvisible Eyelets 
Single Sole, Broad 7-8 Heel 
Stock No. 187. Same shoe in Ko Ko Calf. Therich 
brown and perple tones of this popular leather com- 
bine appealingly with the trim, stylish lines of the 

Ormand. Our biggest seller. 
Stock No. 601. Another of the Ormand family. Same 
as illustration only in Mahogany Ruasia. 

PRICES ON REQUEST 


Geo. H. Snow Company 


Brockton and Lowell, Mass. 


Address all correspondence to Brockton. : 
BOSTON, 214 Essex St. NEW YORK, 116 Duane St. PHILADELPHIA, 614 Denckla Bldg. DALLAS, TEX. 3200 Ross Ave. 
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Stores Association of the Cincinnati Chamber of Commerce. As 
a unit of this association they have assumed the name of the “‘Re- 
tail Shoe Selling Group,” with W. E. Ellison, president; Joseph 
Pitzuch, vice-president; D. E. Hayman, treasurer and H. Serko- 
wich, secretary. At a meeting held at the Chamber of Commerce 


on Nov. 15th, a ““Ways and Means” committee was appointed to. 


take care of the entertainment of the guests at the National 
Convention in January. This committee consists of: J. P. Orr, 
chairman, Joseph Pitzuch, D.'E. Hayman, D. A. Beagle, B. H. 
Orr, Geo. Schott, G. R. Van Meter. 

The subject of the rising prices on leathers was discussed by 
the prominent dealers of this market, at the meeting of last week. 
This was in connection with the effect of these high prices upon 
the profits of their repairing departments. While nothing definite 
resulted from the discussion, it is anticipated that there will be 
a general increase in the price on shoe repairing. One of the 
larger shoe departments, prior to the meeting, announced that 
the fixed price set on half soling and heeling would no longer be 
maintained and that from then on its repair department would 
base the prices upon-the exact condition of the shoe. 

It has been decided that the Gibson Hotel shall be head- 
quarters for the forthcoming convention. 


A Christmas Line with a Good Slogan 


“Why wait until Christmas,” says W. E. Ellison, manager of 
the ladies’ shoe department of the Mabley and Carew Com- 
pany. Last week Mr. Ellison brought out his whole line of Christ- 
mas goods in bedroom slippers, and displayed them in fine style 
around the department, also had the window trimmer put in 
a window full of them. The show card that went with the display 
bears the words: “Why Wait Until Xmas—Buy NOW.” His 
line has every color and style that a buyer could possibly think of, 
and it is the report of the manager that the customers are ac- 
ceding to the idea of buying now in a gratifying manner. 


Planning for National Convention 


G. R. Van Meter, manager of the Gibson Boot Shop, is plan- 
ning special window displays in advanced styles for Spring and 
Summer footwear during the National Convention. Mr. Van 
Meter predicts a run on white goods for men next Spring. 


H. N. Lape Returns 


H. N. Lape, manager of sales and advertising of the Julian & 
Kokenge Company, returned this week from a very successful 
selling trip to the northwestern states. 


Correcting an Address 


In” the index of the advertisers in the issue of November 
11th, the Holters Shoe Co., appeared as being in St. Louis, Mo. 
This, of course, was an error, as it is well known that this 
company is located at Cincinnati, O. 


NEW YORK CITY 


Rubber Problems in the Retail Trade 


Usually at this time of the year the retail people are very 
anxious to see a snow storm, but just now they are rather hoping 
that none may be vouchsafed them. The reason for this is the 
scarcity of rubbers. While orders for rubbers have been placed 
generously, deliveries have been very slow, and many say that 
even on their advance orders placed during the Spring, they have 
received but a small portion in shipments. With this and with 
the fact that the stocks of rubbers on hand in-the wholesale houses 
are very low, a sudden demand for rubbers, such as would be oc- 
casioned by a heavy snow storm, would find the retail trade in 
very bad shape. Reasons given for the shortage are a lack of 
help in the rubber factories, and there is promise of a continued 
shortage for an indefinite period. 

Overgaiter business is active with the retail people and from 
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the experience in many stores, these are not being used especially 


to permit the continued wearing of low shoes, but are being fitted 


over regular cut boots. This would seem to indicate a fashion de- 
mand rather than an economic necessity. 


New York Shoe Retailers Meet 


Matters concerning membership and attendance at meetings, 
and the problem of buying, especially the temptation of over- 
buying on present market conditions, were the principal topics of 
discussion at the monthly meeting of the Retail Shoe Dealers’ 
Association of New York, which was held in the Assembly room 
in the wholesale house of McElwain, Morse & Rogers on Novem- 
ber 15th. There was a very good attendance at the meeting in 
which the Brooklyn trade perhaps predominated. 


Fear of a Style Stampede 


Ben. Jacobson, merchandising expert, ‘opened the discussion 
with a talk on buying for Spring. He said that members of the 
National Retail Dry Goods Association had practically the same 
problems as the shoe trade in the matter of shortage of materials 
and merchandise, and prices that have soared way above nor- 
mal, seem to indicate still further advances. He stated that on 
account of the price problem predominating, the style factor is 
of less importance now than for last Spring, but with the falling 
off of business later, should over-buying produce this condition, 
the manufacturers would at once devote their efforts towards 
originating many new styles. In his opinion, the adoption of these 
would make the large stocks on hand less valuable, all of which 
argument he used to aid the conclusion that the members of 
the association, and retailers generally, should buy merely ac- 
cording to their needs regardless what prices may be in the fu- 
ture. If they have to pay more, they will get more, but specula- 
tion now is the worst possible thing for the trade generally, and 
the members individually. 


To Be Represented at Cincinnati 


Chairman Edelstein announced that a news bulletin would be 
issued by the association, made up of matter dealing with news 
of the association, its work and its members, and extracts and 
digests of articles of greatest interest and importance as they 
appear in the business press. 


Mr. Edelstein also stated that for new members, who may be 
enrolled now, dues will begin from January Ist, therefore mem- 
bership from now until that time for a new member will be with- 
out cost. The association will send delegates to the meeting of 
the National Shoe Retailers’ Association to be held in Cincinnati 
on January 8th, 9th and 10th, so will keep in touch with the do- 
ings of that body, of which the New York Association is an af- 
filiated member. 

Mr. Blumberg, speaking on profits and prices advocated basing 
retail prices on replacement value rather than invoice, adding 
that this plan may not particularly increase sales, but it will in- 
crease profits and will protect the merchant when it is necessary 
for him to go into the market to size up on his stocks. 


Oppose Retail Selling by Wholesalers 


Some of the work done by the executive committee of the as- 
sociation, and which might not be generally known to its mem- 
bership, was commented upon in the meeting. As a single in- 
stance of this: A great many pairs of shoes have been sold by 
employes of wholesale houses, to their friends at wholesale prices. 
This might seem a small matter, but when it is remembered 
that there are hundreds of employees in the wholesale trade. who 
may have taken advantage of this privilege for all the members of 
their families and also’ friends, it will be seen that the retail 
trade has been derived of a great deal of business that should 
have come to them. The officers of the association have been 
active in bringing this matter to the attention of the wholesale 
trade, and they greatly have reduced the number of cases of which 
complaint has been made. 
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SOLE LEATHER, 


~S) Winter Has No Terrors For 
~S KORRY-KROME Sole 
_.., Leather. 
© Princi ally because KORRY- 
'-~ KROME is made absolutely and per- 
 manently water-proof all through the 
/ tanning process, and not merely by 
dipping in vats of oil when finished. 
> KORRY-KROME will not slip on 
bs wet walks or pavements. 
j KORRY-KROME admits of chan- 















. a neling, buffing and working in the 
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best Oak soles. It takes a beautiful 
edge, and givesinadditiondouble the | 
wear of the ordinary bark sole. | 


Bear this one thing espe- 
cially in mind: _KORRY- 
KROME IS THE PURE 
SOLE LEATHER AND 
THE BEST. IT IS NOT 
A SUBSTITUTE OR A 
COUNTERFEIT. 
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To Open Chicago Headquarters 


Mr. Harry Fried in company with J. H. Dubi, one of the in- 
ventors of the Rapid Button Fastening Machine, have gone 
gone to Chicago where they will remain for some time, for the 
object of opening a western headquarters for the handling of the 
Rapid Fastener. They will open offices and effect an organiza- 
tion while out there. 


New Department in Macon 


J. P. Bussey has been for some time in the New York market 
for the purpose of laying out a line of shoes for a new department 
that is to be opened in the Spring in the department store of 
Burden, Smith & Company, Macon, Ga. 

. Mr. Bussey, who was previously connected with the Macon 
Shoe Company, is very enthusiastic about the new department. 
He states that it has the best location in the store, on the main 
floor, and that it should have a very good volume of business. 
They will specialize particularly on medium and high grades of 
women’s shoes. 

A New Corporation 

Certificate of incorporation has been filed by the Onyx Shoe 
and Sandal Mfg. Inc., to manufacture shoes and sandals with 
capital of $6000, and S. Levy, H. Frischman, 17 E. 117th St., 
New York City, incorporators. 


Present Demand in Novelties 

T. R. Emerson Company, who deal largely in women’s novelty 
shoes, report that they are finding a very strong call for women’s 
combination kid and suede boots, that is suede tops. Tan, gray 
and black used variously are the leaders in this combination, and. 
they are also finding considerable. business on combinations in 
colors in all-suede boots; fawn, brown and gray being the colors 
particularly wanted. Stock is in very good shape for handling 
this business, as well as that on more regular lines it was stated. 


Raises Commission Basis 


The specialty shoe house of Milton J. Meyer & Co. has noti- 
fied all of its salesmen that the rate of commission paid them for 
selling has been,advanced one per cent, which will be continued 
so long as the present prevailing high prices of all of the neces- 
sities of living as well as its luxuries prevail. 

Mr. Meyer of the house, said that they feel that with condi- 
tions arising beyond the control of anyone to overcome, such as 
present increased living costs, something must be done to assist 
in this direction. The advance in commissions was therefore 
made, it was an entirely voluntary offer on the part of the house 
and came to many of their representatives as a very agreeable 
surprise. 

Numerous comments and congratulations have been received 
by the house from their customers who have heard of the matter 
and quite naturally the working organization is very much grati- 
fied with it. 

Receiver for Leather House 


Vice-chancellor Foster has appointed H. Stacey Smith re- 
ceiver for T. P. Howell & Co., a leather manufacturing concern, 
of Newark, N. J., whose principal owner was James Smith, Jr., 
former United States senator. The application was made by the 
Fidelity Trust Company, as assignee of the creditors. The com- 
pany is said to owe $200,000. The assets consist of a plant with a 
reported value of $250,000, $731 on deposit with the Fidelity 
Company, and a special fund of $106,435 on deposit with the 
same company. 


PHILADELPHIA 


Holiday Business in the Retail Stores 


The retail merchant has a good many things that he may offer 
in a holiday setting and most of them are arranging to take ad- 
vantage of this. Boudoir slippers, mules, felt novelties, a hundred 
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items in the findings class, silk stockings, are all among the 
available lines, and the Philadelphia merchants, especially those 
in the central sections of the city, are bearing these facts im 
mind and making their arrangements accordingly. 

General business in the retail stores at the present time is both 
active and satisfactory. The call for novelty shoes seems to 
show no evidence of lessening, but merchants think there is a 
tendency on the part of the city public to wear light shoes all 
through the Winter. 

Working on Fall Goods 


An indication of the generally heavy buying of goods for the 
present season is given in the condition of things with the fac- 
tory of M. Elkin & Company of this city. Mr. Elkin of that 
concern stated the other day that they have enough business 


‘ booked for early delivery to keep them running until January 


Ist.. All of this business is of the hurry variety and the factory iz 
in consequence working to its capacity. In consequence of this 
they have done no work on Spring goods or will they be- 
fore the first of the year. There are on hand, however, a great 
many Spring orders and the house anticipates that the demand 
for high boots through the Spring season will be as great in 1917 
as it was this year. Of course the Spring orders show a good many 
low cuts, chiefly pump styles, and where tongues are used at all, 
they are used small. Solid colors rather than combinations seems 
to prevail in these early Spring orders. The house is looking for 
an increase in the demand for cloth tops not only for the Spring, 
but even now. They are now makiag up samples, gray cloth top 
over both gun and patent vamp and there is a great deal of inter- 
est shown in these. In fact the coming of cloth seems to be a 
necessity if we are to have shoes at all that can be sold at prices 
within reason, in Mr. Elkia’s opinion. 


Sole Leather in the Findings Trade 

Leather holds the spot light so far as the findings trade is 
concerned, Mr. Geo. T. Laing of the firm Laing, Harrar & Cham- 
berlin, said last week, with the advances that have already been 
made and those that are in prospect. In fact he stated he had 
heard a prediction from a well-informed leather man, from whom 
they buy bottom stock, that there is a possibility of $1.50 sole 
leather before the end is reached. The call for leather is constant- 
ly increasing and the buying of everyone from the corner cobbler 
up, is being done on the basis of getting what they can when they 
can, instead of what they need when they need it. Of course this 
is a condition which is calculated to increase the present shortage 
and to further advance the price. Coupled with this is the matter 
of slow delivery. All of the tanneries, from whom they buy, are 
back in their orders, and while stock is coming in right along, it is 
not coming in accordance with the date specified in orders. 


Increase in Output 


Wm. H. Horn of Wm. H. Horn & Brother, who make the 
Trufit arch support, as well as a general line of surgical appli- 
ances, says that while they have made a great increase in their 
production, they could sell one hundred per cent more of their 
products if it was possible to produce them. The lack of material 
especially suitable metals, is the great drawback rather than the 
producing capacity of the factory, he said. 


Many Sales of White Fabrics 

That white fabrics will be a tremendous factor in the Spring 
output of shoes is indicated in the reports that come from all 
houses dealing in cloths everywhere. 

Mr. Lippencott, of W. A. Lippencott Company of this city, 
stated that their sales of white in Sea Island Duck, as well a 
other weaves and materials, have been very heavy. They have 
in fact pretty nearly all the business they can handle in this di- 
rection, and they find the mills are in a position where they are 
disinclined to take orders for delivery before April Ist. Mr. 
Lippincott stated that they have been recently receiving quite ‘a 
number of inquiries fur colored cloth, and it might indicate a 
larger sale for this material for shoe purposes than has been true 
for some time past. 
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OR your Winter selling 
we would suggest some 
of these attractive values. 


Any of these four will demon- 
strate to your entire satisfac- 
tion why U. & D. Shoes are so 
highly regarded by the best 


nicinats tia Mian, Min tee judges of shoes in the retail B 375 K 
Women‘s Black Glazed Kid Welt 


Calf, Touraine Last, Whole Fox, Lace, 


FotatedVimp and tner'guy, - (Fade—why they win the con- firm, dyson. atk “ane 








Regular Leather Sole, Close Edge ‘ Top Facing, Fudge Edge Welt, Plain 
Ww Wood wry ~ ¢ Loui ae yx er il a 
ae tore Ay tot: B29 Heal. fidence of the retailer and the Meat a | h s Eeathe Louis, Heal 
$4.50 permanent favor of his custom- = 5) $4.50 
ers. No merchant who has the 
IN STOCK IN STOCK 


ambition to establish himself 
as the quality dealer of his community can afford to 
deny U. & D. Shoes a fair comparison for style, per- 
fect fit, clean workmanship, and, above all, for qual- 
ity. The result of such comparison will be a pleasure 
and a profit to you, we are sure. 


UTZ & DUNN CO., 


Rochester, N. Y.. 


New York Office 
200 Fifth Ave. 
Fifth Ave. Bldg., Room 405 
S. A. McOmber, Rep. 





Los Angeles Office Denver Office 
319 Story Bldg. 218 Charles Building 
Los Angeles, Cal. Denver, Colo. 

C. G. McAtee, Rep. Rice & Tiger, Reps. 

B327A B 3020 


Women’s Welt Boot, Dull Calf, Bel- Women’s Welt Boot, Patent, Belmont 
mont Last, Black Cloth Top, 7-inch Last, Black Cloth Top, 7-inch Height, 
Height, Button, Dull Calf, Circular Button, Patent Circular Fox and Back 
Fox and Back Stay, Plain bes as €) fey. Plain Toe, Leather Half Louis 


er Half Louis Heel. A. 3% to 7; B, 3 B, 3 to 7; C, 2% to 7; D, 2% 
a to 7; C, 2% to 7; D, 2% to dg to 7. 
$3.15 $3.15 
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ROCHESTER 


Cloths Versus Leathers 


A report which is gaining headway in this market is to the 
effect that black kid leather will be $1 per foot by January Ist. 
Not only is black kid going out of sight, but colored kid leather is 
soaring to a point where it will be practically prohibitive. Manu- 
facturers state that it will go to $1.25 per foot and there seems to 
be little doubt that the only thing that will prevent it reaching 
that price will be a falling off in the popularity of colored kid. 

Many manufacturers are watching the trend of cloth believing 
that the public will refuse to pay the abnormal prices for leather 
and thus turn to cloth, which although high in price,’ will 
enable them to turn out women’s shoes at lower prices. 
Some manufacturers believe that satisfactory leather will not be 
obtainable and there seems likely to be a stronger turn to fab- 
rics than at present. The color question is vital to making cloth 


a popular material for shoes and gray is one of the colors that- 


would probably be popular if several shades could be produced in 
a cloth similar to Sea Island canvas, but it is claimed that diffi- 
culties have been encountered in getting dyes that would retain 
their permanency. 

Rubber Stocks Very Low 


Local retail shoe business is booming on account of heavy snow- 
falls during the week. The rush Saturday last was without pre- 
cedent and although there was considerable objection to the high 
prices there was little shopping around for lower prices because 
the public seem to have expected that prices would be consider- 
ably higher. 

Rubbers are very scarce and merchants are complaining that 
about one out of three customers cannot be fitted owing to low 
stocks. There seems to be no relief in sight as it is stated that 
several manufacturers of rubbers have issued positive instruc- 
tions that no more orders will be accepted for immediate delivery. 


LYNN 


A Few Words About Lynn Styles 


Boots are higher. Eight inch tops are popular favorites. But 
boots with nine inch and ten inch tops are in increasing demand. 
Six inch tops, in Lynn, seem as obsolete as serge Congress boots. 

About 5000 pairs a day of rubber sole shoes will be made in 
Lynn on the Spring and Summer run. They will be made in 
street and dress styles. Many of them will have white canvas 
uppers. The production of rubber sole shoes will be the largest 
in the history of the city. 

Brown shoes are high fashion. Gray shoes are next high. An 
increasing demand for patent and dull black shoes for Winter is 
anticipated. White shoes will be the best sellers next Spring and 
Summer. 

Cloth tops are much talked of. But Lynn manufacturers find 
that their customers continue to believe that “there is nothing 
like leather.” 

A Lynn manufacturer counted up the other day and found 
that this year he has made more than 500 different styles in 
footwear. And he doesn’t pretend to be in the first line of style 
makers, either. 

A Merchant Who Built Success 


A paragraph from the story of the life of the late Alden B. 
Sleeper, of Lynn, is an inspiration to men of business. 

He began business life as a boy in the factory of A. B. Martin, 
Lynn. He worked, some evenings, in a retail store. In the fac- 
tory, he learned about leather.. In the store, he learned the art of 
selling goods. 


He combined his knowledge of leather, and of the art of selling. 


goods, and he became one of the foremost merchants in the kid 
yeather trade of the country. 
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The lessons in merchandising, that he learned when working 
evenings in the retail store, were a foundation of his success in 
the big enterprises of his career. 

He was manager of the leather department of Rousmaniere, 
Williams & Co., Boston Merchants. He was about to start a 
large enterprise for the manufacture of kid leather, when death 
came suddenly to him, Nov. 4. 


Talked With Shoe Merchants 


L. V. Grover, of J. J. Grover’s Sons, returned recently from 
a month’s trip about the country. He has been talking with 
shoe merchants, and sizing up the probable demand for shoes 
for next year. 
Believes in Foreign Trade 


Henry Holder, European agent of Turner Tanning Machinery 
Co. sailed Saturday for England. This is his eighth trip across 
the Atlantic since the war started. He says that prospects for 
selling American goods abroad never were better. American shoes 
are in great demand in European cities. 


Has 4500 Customers 


One Lynn firm, selling shoes to the retail trade, has 4500 ac- 
counts on its books. 
Everybody Exercising? 


The production of gymnasium shoes in Lynn is the largest 
in history. 
Lynn Last Co. Buys Spaulding Department 


Rochester, N. H. has lost one of its industries, a department 
of the Spaulding interests known as the shoe tree and form de- 
partment, under management of Irving A. Corson and James 
Holland, having been sold to the Lynn Last Co., and the business 
will be moved to Lynn, Mass. 


New Quarters for Salem Shoe Stock Co. 


The Salem Shoe Stock Co. has bought the Hygrade Lamp Co. 
factory on Hobart Street, Danvers, for immediate occupancy. 
The concern is a substantial one and the industry of making 
goods used in the manufacture of shoes is a desirable addition to 
local industries. 


BROCKTON 


Brockton Shoes for Russia 


That there are great trade openings in Russia for the sale of 
Brockton shoes is the opinion of well-informed members of the 
local trade. Several concerns here have made a study of the pos- 
sibilities in that direction and at least one has already an es- 
tablished trade in Russia. A salesman of international experi- 
ence, who speaks several languages, is at present in Brockton 
calling on shoe manufacturing concerns. He represents a syn- 
dicate with plans to introduce in Russia several lines of goods 
made in the United States. 


Fature Foreign Business 

Shoes will be among the products and a line of Made-in- 
Brockton footwear is to be included. The financing of the plan 
is to be arranged by the members of the syndicate through 
banks in Russia and. New York with funds in the latter city 
which will insure payment before the goods leave this country. 
The Russian Government is interested to some extent in this 
financing plan. The first shoe order will be a very large one, a 
Brockton concern havings its part in connection with non-com- 
peting lines. The plans will be perfected in a few weeks. 

lt is common trade knowledge that the Russian Government 
and merchants in that country are very desirous of buying mer- 
chandise from manufacturers in the United States. There is a 
demand for American-made goods which will be tremendously 
increased at the close of the great war. Meanwhile, members of 
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C. & R. slippers and boots for women have been designed to please the most 
particular people. Rapid retailing styles and liberal profits on your sales are 
assured. Your closest inspection is invited. 


CHESLEY E&- RUGG 


Men’s and Women’s Turn Slippers 
HAVERHILL, MASS. 


New York Office: W. B. Wynns Boston Office: 
Marbridge Bidg., 34th and Broadway 89 Bedford Street 
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the shoe manufacturing trade in Brockton are investigating the 
opportunities for the development of business relations with the 
friendly nation of Russia. : 


Shoe Manufacturer a Guest 


John S. Kent, treasurer of M. A. Packard Company of this 
city and president of the National Association of Boot and Shoe 
Manufacturers, was last week a guest at a dinner given by Mr. 
and Mrs. Vincent Astor at the Astor mansion in New York City. 
Mrs. Astor is a member of the executive committee of the Na- 
tional Americanization Committee, which is interested in ed- 
ucating immigrants. Among the guests at the dinner were many 
prominent manufacturers, merchants and professional men, rep- 
resenting large interests in all parts of the United States. Fol- 
lowing the dinner, Americanization work for the coming year 
was the subject under discussion. 


To Enlarge Factory Plant 


Churchill & Alden Company, known also as Ralston Health 
Shoe makers, have planned an addition to their main factory in 
the Campello district of this city. This is to be of brick, 100 by 
45 feet. At present the height is to be limited to one story. The 
foundation however, is to be heavy, so that if desired later, other 
stories can be added. The new plant will be utilized for storage 
purposes, particularly in connection with the stock department 
which has expanded during the past year to an extent which im- 
peratively demands additional accommodations for in-stock 
goods. Both the main plant of this concern and the Farnum 
factory are operating at full capacity with orders booked for 
many weeks in advance. 


Shoes By Parcel Post 


From an official record made by Postmaster Gilmore of this 
city during the two weeks, October 15th to October 30th, it is 
shown that 13,510 pairs of shoes were shipped from Brockton by 
parcel post during that period. Estimating an average of over 
6,000 pairs a week for the entire year. the total shipments of 
shoes from Brockton by parcel post for 1915 will be 312,000 pairs. 
This is slightly higher than the figure accepted as the estimates 
for parcel post shipments in 1915. 


Gain in Shoe Shipments 


For 48 weeks in 1916 the shipments from Brockton shoe fac- 
tories totaled 661,386 cases as compared with 537,416 cases 
for the same period in 1915. This is an increase of 123,970 cases. 
For the 48th week of this year the shoe shipments were 12,159 
as compared with 12,074 cases for the corresponding week in 
1915. 

A Typical Factory Instance 


A member of one of Brockton’s leading shoe manufacturing 
houses, speaking of the large volum2 of business coming to the 
factory at the present time said: ‘During the past week we have 
received more orders at our factory than at any time during one 
week in the past ten years. This, I regard as indicating prosper- 
ity throughout the country ani the needs of merchants every- 
where as,regards the goods which are made in Brockton.” 


HAVERHILL 


Chamber of Commerce Activities 


Through President E. C. Woodworth and Secretary Daniel 
N. Casey, the Haverhill Chamber of Commerce has recently sent 
to its members and Haverhill citizens generally, some up to date 
information as to the activities of the Chamber during the pres- 
ent year. Incidentally the Chamber is conducting a campaign 
for additional membership which is intended to make the or- 
ganization one of the largest and most influential of any similar 
association in the United States. 
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Notable Accomplishments 


It is of interest to note among the achievements of the Haver- 
hill Chamber of Commerce during the past year, the following: 


For the Good of Haverhill 


Secured favorable report from government engineers and re- 
commendation for appropriation of $1,000,000 to develop the 
Merrimack River and make Haverhill a seaport; conducted the 
greatest meeting that Haverhill ever knew—the transcontinental 
telephone dinner in the State Armory; systematically built up 
the good will of Haverhill throughout the country; shown avail- 
able factory space to manufacturers who may be interested io 
locate in Haverhill; gained publicity for Haverhill in local, state 
press, in national magazines; prepared special articles for trade 
papers and encyclopedias; appeared against legislation which 
would cripple industry and thus effect the production of the work- 
ers in Haverhill; answered inquiries from every part of the globe 
on every conceivable subject; conferred with railroad men and 
traffic experts to secure improved freight service for local manu- 
facturers and merchants, and to obtain freight service for local 
manufacturers and merchants, and to obtain better passenger 
service; opposed separation of the Sound lines; placed high school 
boys and girls in spare time employment; advocated state ac- 
tion to regulate itinerant vendors with result that new measure 
is now effective; kept out of the city undesirable mercantile con- 
cerns; interested industrial plants in Haverhill and assisted firms. 
to find proper buildings; sent six high school boys to Plattsburg 
military training camp; had largest representation at county 
trade boards’ outing, advertising Haverhill as a live city. 


A Slogan With a Punch 


The community building which is being done by the officers. 
of the Chamber of Commerce and the many members who are 
serving on committees is bringing substantial results to Haver- 
hill’s principal industry as well as to citizens and business men in 
general. ‘‘Hitch your heart to Haverhill,” the official slogan of 
the Chamber has become more than a mere phrase. 


Of Benefit to Haverhill 


“The coming of John H. Cross to Haverhill is a distict addition 
to the city’s shoe industry,” said a member of the local trade- 
The more men of this calibre, the better for us all. It makes us 
more alert and capable to have men like Mr. Cross locate here. 
It helps us all to design and make better shoes, goods which will 
be in the future a greater credit to us and to our city, than those 
which we have produced in the past.” 


Buyers Every Day 


Many visiting buyers are seen daily in Haverhill factories. 
They come from all over the United States, and all want goods 
right away. With plants sold up at capacity to March and April 
next as is the case with some concerns here, the manufacturers 
are doing their utmost to satisfy the demands of these visitors. 
There never was a time in the city’s history when Haverhill-made 
footwear was in such demand or represented such high-grade 
styles as at the present time. 


Back from a Hunting Trip 
General Manager L. H. Downs of Charles K. Fox, Inc., and 
party have returned from a deer hunt in Maine woods. A goodly 
amount of game was bagged, thus assuring the success of the 
annual banquet of the Fox factory family to be held in the Haver- 
hill Armory early in December. 


BOSTON 


Important Norwegian Buyer Here 


Harald Andersen of the Christiania wholesale shoe house of the 
same name, was a caller at the “Recorder” office during the week. 
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WITH FIBRE SOLES 
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$3.75 
459 


Outwear leather 

Are waterproof 

Are neat in appearance 
Do not slip 


CHARLES A. EATON 
BROCKTON 








GUN METAL 
Fibre sole and heel 
Carried 2-3-4 wide 


Same in Mahogany 
Russia $4.00 


FIBRE SOLES ARE REPLACING LEATHER BECAUSE THEY 


5. 
6. 
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time of all the 
year to sell Fi- 
bre Sole Shoes. 
While they are 
year-round sell- 
ers, yet the wa- 
terproof, non-slipping fea- 
tures make them especially 
desirable just now. 





Fibre Soles have come to 
their own by proving in ac- 
tual tests that they give 
more and better service 
than leather. 


These splendid compan- 
ion numbers with Fibre 
Soles are in our stock ready 
to ship. 
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Are light in weight 

Are more pliable 

Are uniform in quality 

Are guaranteed not to break 
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TO THE TRADE 


Our new factory equipment, which we have 
recently installed, will enable us to produce 
Du-Flex and Avon Fibre Soles and Heels in 
much larger volume, to take care of the 
constantly increasing demand for these 
products. 


With prices of sole leather rapidly advanc- 
ing, the relief is in Fibre Soles, BUT Quality 
should be considered. 


The Du-Flex and Avon stamps on these 
soles stand for strength and durability. 
They have won their reputation by giving 
satisfactory service to the wearers. 


Soles are the first thing in a shoe to wear 
out. If shoemakers are content to save 
twenty to twenty-five per cent over the 
cost of leather soles, and use GOOD 
FIBRE SOLES that will wear much longer, 
they will establish an enviable reputation 
on their goods and help the reputation of 
fibre soles. 


If, on the other hand, they simply buy the 
soles that are offered at the lowest price 
(because the saving is thirty-five to forty 
per cent), they will soon kill a product for 
which there should be a growing demand 
as an ALL-THE-YEAR SOLE, that are 
more satisfactory than leather to the aver- 
age wearer. 
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AVON SOLE COMPANY 


Main Office and Factory 
AVON, MASSACHUSETTS 
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You can roll up sales steadily at most favorable prices 
and correspondingly good profits if you retail “‘ Konqueror’’ 
Shoes for men._ 


Stock No. 737—Royal 
Last, Gun Metal Box Kid 
Top, Bal, Single Sole, 1- 
inch Heel. Widths A to D. 
Sizes 5 to 11. .Price $4.25 


Stock No. 738—Royal 
Last, Medium Color Calf, 
Bal, Single Sole, 1-inch 
Heel. Widths AtoD. Sizes 

Price $4.00 


Stock No. 750—Made of 
Dark Cordo Calf, Single 
Sole, l-inch Heel. Widths 
Ato D. Sizes 5 to 11. 
Price $4.25 
NUMBER 737—738—750 
(Keep a ‘*Konqueror’’ catalogue handy) 


THE PRESTON B. KEITH SHOE CO. 


NEW YORK OFFICE, Makers of Keith’s Konqueror Shoes for Men BOSTON OFFICE, 
Graham Building, 207 Essex St., 


BROCKTON ae maneion) MASS. 


HERE’S A LINE OF SHOES WHOSE QUALITY 
HAS BEEN PERMANENT OVER A LONG PERIOD 
OF YEARS 


The Famous 


Shoe /or MEL 


Men’s Goodyear Welts - - - - From $2.25 to $3.50 


WEBER BROS. SHOE CO, —_NonT# apams. mass. 


BOSTON OFFICE NEW YORK OFFICE KANSAS CITY. MISSOURI, OFFICE 
183 Essex Street, Room No. 305 436 Marbridge Building, 1328 Broadway 429 Ridge Building 




















Havana Black Vici 


Brown Vamp Vamp 
Gray Nubuck Ivory Kid Top 


Styles That Spell 
_ Added Sales and 


Increased Profits 


aa ee FOOTWEAR OF DISCRIMINATION 
As above, with Gun Metal Vamp and Gray 


CARRIED Nubuck Top 


Black Vici |i an IN STOCK 
Vamp eee 

White Kid Top 

Covered Heel 








Walking Boot 
All Styles Shown Herewith 12-8 Heel 
Carried in A, B, C, and D 
Widths 





SEND FOR SAMPLES AND 
NOVEMBER SUPPLEMENT 





Price $3.50 


| he : As above in Tan Calf 
e Price $4.50 


Tan Calf Westcott-W hitmore 


Vamp 


Brown Nubuck Company 


Top 


Tan Calf 


Lace 


Syracuse 32 N. ¥. 


Specialists in Women’s 
Shoes and Party Slippers 





As above in Beach Suede Vamp, Gray Nubuck o nie ae es — 95.25 
2 T s above in Gray uc! 
op . . Price $5.25 


MADE BY GRAY BROS. 

















BOOT AND SHOE RECORDER Nov. 25, 1916 
























SS" Z, E 
. z 


=" = __ & 
7 fe 





teats 





2 

Se 
—————— P= = 

i 


~ JOHNSON BROS. 











STYLES MAKE SELLING EASY 
AND PROFITS SECURE 


























STYLE No. 630, LAST No, 98 STYLE No. 806, LAST No. 98 ; STYLE No. 856, New Last No. 


Patent Vamp, Dull Kid, Quarter A High Quality White Kid Boot, 102. Patent Leather_Pump, Welt 
Patent Tongue and_Buckle. A White Ivory Sole and Heel, which full Louis Heel... 4 14 4 
Colonial that sells. is full Louis. 


@ These are just three from a line that” has all 
the worth while styles— 











@Welts and McKays that are priced for the 
volume trade. 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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BUCKLOTH 


The Cloth De Luxe 


This newest of shoe. toppings touches 
the keynote of the latest fashion pro- 
nunciamento—cloth topped button boots. 
This word comes direct from Paris and 
New York. Buckloth is smart, stylish, 
strong and easily cleaned. Surface as 
smooth as buckskin and just as fascinat- - 
ing. Made in white, castor, chamois and 
gray. Write today for samples of the De 
Luxe Cloth. 


















J. EINSTEIN, Inc. 


Largest Shoe Cloth Operators in the World 


176 Williams Street 
New York City 
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eee Quality sacrifice is first found in 
hidden places. 


2 — High prices foster temptation. 


a The thing that’s out of sight should 
be above suspicion. 


4.— A shoe counter is out of sight. 














5 If ..-tt’s “Horn Fibre” you 
get no thought of quality 
sacrifice .-. for now, as 
ever, every pair is guar- 
anteed to outwear the shoe. 


Better be sure of the hidden 
places. 


Mousam Counter Company 
121 Beach St., Boston, Mass. 


AGENCIES 
WILKINSON & REGER FAIRE BROS. CO., Ltd. JOHN C. RUPP CO. 
Philadelphia, Pa. Leicester, England Cincinnati, Ohio 
ULLATHORNE, HARTRIDGE & CO., Ltd, WILLIAM LINKLATER 


Melbourne, for Australasia Montreal, Canada 
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After placing some attractive orders in this market Mr. Andersen 
left for the West, his schedule including visits to Buffalo, Cleve- 
land, Indianapolis, Milwaukee, Chicago, Cincinnati and St. 
Louis. Mr. Andersen is interested in general lines of footwear, 
sandals, rubbers, gaiters and findings. On his return from the 
West he hopes to visit Washington, Baltimore, and Wilmington, 
and sail from New York after a stay of about three weeks in 
America. 

Norwegian imports are subject to a declaration by the importer 
that they are not for re-export to the Germanic allies, or for sale 
to agents of the Central Powers, or even to persons doing busi- 
ness with such agents. This declaration is to ensure that imports 
are for Norwegian use and in its enforcement lies one of the safe- 
guards of bona fide Norwegian foreign trade with other countries 
than the central empires. 


Advertising Club Meets 


The monthly meeting of the Old Colony Shoe & Leather Ad- 
vertising Club was held Wednesday noon, November 22, at the 
South Station dining rooms with President Card in the chair. 
Six members read five-minute papers on the following advertising 
topics: W. T. Dennison, of Rice & Hutchins, Inc., ‘‘Magazines”’; 
C. A. Sabine of Charles A. Eaton Company, ‘Sealers Helps”’: 
C. F. Garniss, of M. A. Packard Company, “‘Novelties’”; George 
W. Davidson of Tolman Print, ‘““Window Cards”; George R. 
Rand of Howard Print, ‘“‘Catalogues’’; A. L. Atwood, of Church- 
ill & Alden Company, ‘‘House Organs.’’ Remarks were made by 
Howard F. Jolinson, formerly of Whitman & Keith Co., now of 
Rindge, Kalmbach & Logie Co., and Charles Cahill of the United 
Shoe Machinery Company. Major Cahill related some experi- 
ences during his recent three months’ sojourn on the Mexican 
border with the Massachusetts Second Brigade of Infantry. 


National Chamber of Commerce Affairs 


President Harry I. Thayer, of the New England Shoe and 
Leather Association, represented his organization at the im- 
portant meeting of the National Council of the Chamber of 
Commerce of the United States in Washington last week, going 
there after attending the annual meeting of the National Associa- 
tion of Tanners in Chicago, Mr. Thayer being General Secretary 
of the Association. The National Association of Leather and Shoe 
Finders was represented at the Washington meeting by Frank 
W. Whitcher, of Boston. 

The council meeting was largely devoted to a consideration of 
the Newlands Law, the Adamson Law, and the threatened strike 
of the railroad trainmen and other pressing transportation ques- 
tions. 

The outcome of the conference was a vote to have the National 
Chamber take a referendum of the membership in order to obtain 
the sentiment of the members on these propositions. 

“To prevent interruption of transportation service pending 
the settlement of disputes between employers and employes 
of transportation lines and to avoid any recurrence of the situa- 
tion created by the recent threatened railroad strike. 

“To make certain that the transportation facilities of the 
country may be mobilized, improved and extended to meet and 
keep pace with the needs of commerce and the entire public.” 

The referendum will consider specific recommendations and 
take into consideration suggestions made at Washington regard- 
ing Government ownership, Federal regulation, Federal incorpo- 
ration, Government supervision of the issuance of stock and ex- 
pansion of the Interstate Commerce Commission. 


Outing Shoe Co. Incorporated 


Certificate of incorporation has been filed by the Outing Shoe 
Co., Boston, capital $200,000. Incorporators: Jos. Manning, 
J. Nelson Manning, Ed. A. Manning. 


Repairers’ Strike Settled 


The strike of 300 Boston shoe repairers was brought to an 
abrupt end during the week as the result of a conference between 
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the strikers and the retail shoe dealers, arranged by E. W. Burt. 
Mr. Burt and other Boston merchants waged war against the 
I. W. W. influence from the start. 

It is said that later the shoe repairers will meet and form an 
association wherein their demands and those of their employers 
will be complied with. 


Thos. G. Plant’s Good Example 


Thomas G. Plant, owner of Ossippee Park, N. H., has set an 
example in the handling of his property that is worthy of imita- 
tion by others. When Mr. Plant purchased the place, there were 
people who thought that he was an exclusive sort of an individual, 
who would shut up the property for the enjoyment of himself 
and friends only. Instead, Mr. Plant has most generously opened 
up mile upon mile of beautiful drives, over macadam roads 





PAYING AN ELECTION BET 


Miss Hilda Rueckert, a Wilson enthusiast, being wheeled by 
the loser down Fifth — a oa Street to 42nd Street, 
ew Yor 


which he has constructed at great expense, all through the park, 
to the summit of the different peaks, absolutely free for anyone 
to enjoy. The only restriction being that teams shall be used 
instead of autos. 

The property is bound to be an attraction for New Hampshire 
nearly as great as Mount Washington itself and Mr. Plant’s 
public spirit as shown in his management of the property is the 
subject of favorable comment. 


Profit Sharing Plan Announced 
Jordan Marsh Co., a nationally known Boston institution with 
a notable shoe department, announces that dating from Feb. 
1, 1916 a profit sharing plan will be in force for employees who 
(Continued on page 87) 
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DR. A. REED. Patented 1901 2-4 
THIS iS NOT THE ORIGINAL 
DR. A. REED CUSHION SHOE, 
PREVIOUSLY PATENTED, 
BUT HIS LATEST INVENTION 
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IMPROVED 
CUSHION SOLE 


Shoes---For Women 


Dr. A. Reed, Patentee 


This is not the original 
Dr. A. Reed Cushion Shoe 
previously patented but 
His Latest Invention. 
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A. H. BERRY SHOE CO., Portland, Me. 


Kid Button 





B, 3 to 8 C and D, 2} to7 
) No. B565—7}-inch Black No. B568—7}-inch Black 
Glazed Kid Button, 2-inch Terms 30 days net Glazed Kid Lace, 2-inch 
) Leather Half Louis Heel, Leather Half-Louis Heel, 
) 171 Last. 171 Last. | 
$3.50 $3.50 
. IN STOCK IN STOCK 


STOCK W282 
Women’s Kid Button 


STYLES CARRIED IN STOCK asia aa 


428-430 Albany Building, BOSTON 











The rapidly advancing rheesag 


cost of black kid has 
made these two boots 
unusual values at the 
price. Unless ordered 
today you may not be 
able to obtain them at 
these prices. 


AA, 4} to 8 A, 4 to 8 & 












_— —— meee eee 








CRP Forg & Co 











ROCHESTER,N.Y. 
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Failures 


Boston.—Chas. Milson, shoes, etc., sopented assigned to Edw. F. Wallace. 
Reported seat $800; assets, $358 

ass.—Shapiro & pKantor, shoe manufacturers, reported assigned to 

Linscott and Harry Adler. Meeting of 


Lynn, 
Henry S. Lombard, Harry 
Reported assets, $11,000; 


creditors was scheduled ty November 22, last. 
liabilities estimated at $17,000. 

Natick, Mass.—C. & T. Dowd, shoe manufacturer, reported offering to com- 
promise at 15 per cent. 

Hurtsboro, Ala.—T. J. Britt, shoes, aaperent petitioned into bankruptcy. 

Meriden, Conn. —R. T. Beum, shoes ported filed schedules in peaheuptey. 
He has liabilities of $3, 624. 64, and $2.2 282.22 of the amount stands as unse- 
cured. Assets consist of real estate valued at $2,000, and which secures 
claims of $1,176.02, stock in trade valued at $150, store fixtures $250, and 
debts due on open account, $13.60. 

—" Ga.—Albany Bargain House (D. Liberman, Proprietor) shoes, etc., 

segested _——— into bankruptcy. 

Flora, Ill.—A. L. Johnson, shoes, etc., reported has filed petition in bankruptcy. 

Forreston, om —Forreston Clothing House (or Forreston Clothing Co.) reported 
Brand C. Carpenter, now of Rockford, but who formerly conducted a cloth- 
ing and shoe store here under the above style, has filed a voluntary petition 
in yt my Some time last May or June Carpenter sold his encire stock, 
to one Alden Diamond, and when the sale was made, the provisions of the 
Illinois Bulk Sales Law were not complied with. The outlook for creditors 
is not considered very pentane. 

Indianapolis, Ind.—Dora S yee shoes, etc., reported petitioned into bank- 
ruptcy. Reported offering to compromise at 25 per cent. 

Evansville, Ind.—Hyman Sabel, shoes, etc., reported meeting of creditors 
scheduled for November 25, last. 

Chicago, Ill.—Jos. E. Saundner, shoes, reported meeting of creditors called for 
November 28. 

— H. Slagle & Co., shoes, etc., reported petitioned into bank- 


St. on Mo. —Comfort Leather Co., leather and findings, reported Norman 
B. Comfort, doing business under the above style, has filed a voluntary 
petition, . bankruptcy, scheduling liabilities at about $6,000 and assets 


Itta Bena, Miss.—Chas. Posner, shoes, reported meeting of creditors called for 
November 21 last 

New York Cit —Berler Shoe Co., Inc., shoes, also doing business in Brooklyn, 
reported this concern, against whom a petition in rege ar | was recently 
filed, has submitted an offer of settlement to creditors of 20 cents on the 
dollar in —_ and to aad all of the administration expenses. 

Newark, N. J.—Felter & Co., reported notice has been sent to creditors that the 
receiver has filed his report and t and ppli d for his discharge and 
for fees in the sum of $249.30 and that the receiver's attorney has made ap- 
plication for the making of an allowance to him for his services in the sum of 
$500. November 22, next, was desi nated as the time, and the Bank- 
ruptcy Court Room, 908 Firemen’s uilding, Broad and Market _—_ 
Newark, as place when and where the said application will be 

Trenton, N. J.—Gigle & Coleman, shoes, reported embarrassed. 

Newark, N. J.—Abe Resnick, 169 Spruce St., shoes, reported chattel mortgage 
foreclosed. t., rted sold out. 








Derry, N. H.—A Emerson Co., shoe manufacturers, reported liabilities, 
336, 777; assets, $18, 760. 
Brooklyn, N. Y.—Morris Cohen (153 Havemeyer St.), shoes, reported assigned , 


to I. Block. Meeting of creditors was called for November 16, last. 
New York City.—Jos. Friedman (314 E. 2nd St.), shoes, reported petitioned 
inte t poperegee 
Milnor, N Rach Mercantile Co., shoes, etc., reported assigned. 
Massillon, Ohio. —Baskin‘s Department Store (Harry Baskin). shoes, etc., re- 
ported petitioned into bankruptcy. Reported receiver appointed. 
Watonga, Okla.—J. W. Edwards & Co., shoes, etc., reported petitioned into 


nkruptcy. 
—— Okla. —Joseph P. Miller (The Hub) shoes, etc., reported petitioned into 
ankruptc 

Cincinnati, ‘Ohio—MacDonald & Kiley Co., shoe manufacturers, reported R. 
de V. Carroll, who was appointed receiver by the court was elected trustee, 
giving bond in the sum of $50,000, and has been directed to appraise the 
property and afterwards to recommend to creditors the best means of dis- 
tribution of the assets. 

Philadelphia, Pa.—William A. Ryan (5731 Germantown Ave.), shoes, reported 
offering to comareayae at 33 1-3 per cent. 

Camden, 8S. C.—Levkoff Bros., shoes, etc., reported meeting of creditors called 
for December 6. Reported adjudicated bankrupt and receiver has been 


memes 
on urg, S. C.—H. Shapiro, shoes, etc., reported offering to compromise at 


cent. 

Dillon, C.—Westbury & Blanton Co., shoes, etc., N. M. Blanton reported 
petitioned into bankruptcy. 

Whitwell, Tenn.—S. L. Teves x Son, shoes, etc., reported petitioned into bank- 
ruptcy. Reported assets stated at $27, 650, lia ilities at $24,042.58. 

Martinsburg, W. Va.—E. M. Ashcom, shoes, etc., reported assigned. 

Milwaukee, Wis.—L. Abrams Co., shoes, etc., re that most tof the creditors 
of the > eer have agreed to grant this company an extension to Oct. 1, 1918. 
The liabilities < 4 company are about $77,000, of which $50, 000 is for 
merchandise and $25,000 to the Merchants’ and Manufacturers’ Banks. of 
this city. The assets are nominally $103,500, consisting of merchandise 
estimated at $90,000; fixtures, $12,500; and accounts receivable, $1,000. 
Under the terms of the = 1 the extension is to be payable in 10 equal 
instalments, starting on April 1, 1917, and maturing every 60 days there- 
after. The deferred payments are to be evidenced by notes dated November 
15 of the present year and bearing interest at 5 el cent per annum. Led 
notes are to be secured by a mortgage or trust deed to certain real esta 
and leaseholds owned and controlled by Leon Abram and valued at 3133.00 000. 


Changes 
a Te a Leather Co., leather, incorporated with authorized capital 
— Gile Co., leather, incorporated with authorized —_ of $50,000. 
C. B. Thomas Co., cut soles, out of business. 
Samuel Bell (66 Cross St. ), shoes, succeeded by Bornstei 
Outing Shoe Co., shoe manufacturers, incorporated ith capital of 


000. 
Lynn, Mass.—Allen-Foster-Bridgeo Co., shoe manufacturers, incorporated with 
authorized capital of $75,000. 
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Changes in Business a a 
‘The Last Week’s Failures, 


Suspensions and Changes 


Rene Mom. .—Arlington Shoe Co., shoe manufacturers, capitaljincreased to 


John H. Cross, Inc., shoe manufacturers, new incorporation, capital 
$20, _ started in business here. 
Peabody, Mass.—Peabody Shoe Co., shoe manufacturers, incorporated with 
authorized capital of $10,000. 
Salem, Mass.—John ‘moos & Son, Inc., leather, incorporated with author- 
ss ized Ky of $5, 000 





Ww arris, shoes, etc., out of —~ 5 

Decatur, Tl. —United ae eS Shoe Co. shoes, succeeded b y Berland’s Shoe 
tores, Inc. 

Waukegan, Ill.—Fox & Wirfs, shoes, etc., Chas. Fox retires 

Zion City, i "eee & Simmons, shoes, dissolved partnership—succeeded 


y 

Brocton, i.— aw. McGowan, shoes, etc., sold out to G. E. McQueen. 
a tl. oy. M. Hook, shoes, ‘succeeded by Swigart & S "y~ 

tlantic, ia.—Nelson & Grulke, shoes, etc., sold out to Metcalf & Bonheim. 
Pada vitie Ia.—R. H. Walker, shoes, etc., sold out to Varrips & Haselman. 
a City, Ind.—Chas. Hoeppner, shoes, reported sold out. 
Urbana, II. —Edwards & Mitche ll, shoes, sold out. 
Austin, Ind.—Stark & Carlisle, shoes, succeeded by not Bros. 
Indianola, Ia.—C. C. Barker, shoes, etc., succeeded by H. & L. C. Tidball. 
Chicago, Ill._—Chicago Specialty Shoe Co., shoe eo: Ad, sold out to the 

Ashland Mfg. Co. 

Windsor, Ill.—J. C. Hillard, shoes, etc., will be succeeded by C. C. Soland. 
Lebanon, Ia.—B. J. ae shoes, etc., sold out to W. ae ooimen. 
Winchester, Ky. x5 h! Robinson, shoes, etc., sold o 
McLouth, Kas.—W. H. Fisher, shoes, etc:, sold out to , D. Noel. 
Devizes, Kas.—Ira Jenkins, shoes, etc., out of business. 
Mountain Grove, Mo.—Hackworth Dry Goods Co., shoes, etc., capital increased 


to $12,000. 
i. Mont.—Cole-Williams Co., shoes, etc., incorporated with capital of 


St. Louis, Mo.—F. L. Doerr Shoe Co., wholesale shoes, recently commenced 
business with authorized capital of $20,000. 

Newark, N. J.—Warburg & Schwartz, shoes, sold out. 

Binghampton. N. Y.—Monroe Shoe Co., Inc., shoes, incorporated with capital 

Buffalo, N. Y.—Hamlin’s, Inc., shoes, etc., sold out to A. Schaap & Sons. 

New a of $10,000 Bootery, Inc., shoe manufacturers, incorporated with 

tal o! 

Grace «City, D.—Grace City Mereantile Co., shoes, etc., sold out to Joseph 

mah. Neb. .—F. E. Stockwell, shoes, etc., sold out to Davidson & Hoch- 
stettler 

Binghamton, N. Y.—Monroe Shoe Co., incorporated with capital of $10,000. 

Benkelman, ‘Neb. —Frank Arnold, shoes, etc., sold out to Sayer & Bauer. 


wee cy hy Y.—Shields & Low, Inc.,. shoes, incorporated with capital of 

New York City. a Tree Mfg. Co., Inc., shoe laces, etc., incorporated with 
capital of $10, 

Esopus, 


N. Ye tmited: De peeeees Stores Corporation, shoes, etc., incor- 
rated with capital of 31. 000,00 


* Brooklyn, N. Y.—A. Barnett, Inc., a, ~ yr ny —> ~~ do of $5,000. 


Patchogue, N. Y.—Wolff Siegel, leather and findin ay sol 

Barberton, Ohio—M. C. Franks, shoes, etc., su cog & a ” Weller. 

Sebring, Ohio.— Mrs. E. M. on. shoes, etc., sold os to M. Duben. 

Portland, Ore.—Dougherty Shoe Co., dissolv ed. 

Halifax, Pa.—A. H. Prenzel, shildren’s shoe manufacturer, recently commenced 
business here. 

Philadelphia, Pa. —Porter & Campbell, Inc., wholesale shoes, will discontinue 
January 1, 1917. 

Taylor, Pa. —lIsaac Weitzen, shoes, etc., sold out. 

ae, 8. C.—J. P. Herndon & Son, shoes, succeeded by Herndon Clothing 


tenia, Wis.—Philip Goldstein, shoes, e ded by Goldstein Bros. 
Wilton, Wis.—Jay W. Doyle, shoes, etc., ye out. 





Leather Trade Benevolent Society 


Through the courtesy of President Elisha W. Cobb, a meeting 
and luncheon of the Advisory Committee of the Boston Leather 
Trade Benevolent Society, was held at the Exchange Club, No- 
vember 20. 

There were present beside Mr. Cobb, Messrs. Henry H. 
Proctor, M. J. Lowry, Marcus Beebe, H. Fred Lesh, Harry I 
Thayer, W. H. L. Odell and Thomas F. Anderson. 

Plans for increasing the membership of the society (individual 
members now numbering about 100), were discussed, and the 
feasibility of later establishing an endowment fund, through 
individual subscriptions, in addition to income from member- 
ship dues, was considered. 

It was voted to authorize the president to appoint a special 
committee of five to draw up a working plan for the society, 
together with a set of by-laws, etc., this committee to report 
either at a subsequent meeting of the Advisory Committee or at 
a dinner of the members, to be held during the Winter. 

. The society is already doing some practical work of a phil- 
anthropic nature, and the outlook for the future is exceedingly 
encouraging. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


Space 1 time 7 times 13 times 
1 inch $4.00 $3.00 . $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 (Pe 
4 inch 15.00 12.00 10.00 


sixty cents. 


OSITIONS WANTED: Three cents per word for 
each insertion. Minimum amount accepted, 
For other ‘“‘Want’’ advertisements, 


five cents per word for each insertion. Minimum 


26 times 52 times 


amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 
4.75 4.00 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED 


BUSINESS OPPORTUNITY 








ANTED—Resident salesman to sell a line of 

women’s Comfort shoes, flexible Goodyear 

welts, on commission. Territory, State of Connec- 

ticut. Commission paid, 6 per cent. Address Tim- 
son Bros., Inc., Boston, Mass. 


7 XPERIENCED shoe salesman, with estab- 

“4 lished trade, to sell line women’s specialties. 
Carried in stock—McKays, turns and welts, up to 
$7.00. Strictly commission. Must come well 
recommended. No drawing accounts or advance 
money, and sell the better-class trade. Georgia, 
Alabama, Texas, Michigan, Western Ohio, Mis- 
souri, Kansas, Indiana, Iowa, California and the 
Southwest. Address Metropolitan Shoe Co., 78 
Reade St., New York. N. Y. 


HOLESALE SHOE HOUSE, Boston, has 
opening for a good young man as salesman. 
One-third of time on road. Must have good per- 
sonality and knowledge of shoe business. Desirable 
position for right person. In reply give full par- 
ticulars as to experience, age, salary, etc. Address 
A751, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ESTERN POSITIONS open for competent 

salesmen, shoes, clothing, furnishings, dry 
oods, general merchandise; window trimmers. 
oe Men’s Clearing House, Denver, Colo. 














ANTED—Experienced salesman to sell a 
well-known and representative line of in- 
fants’ shoes, making highest grades only, to estab- 
lished trade of 17 years, catering to leading and ex- 
clusive department and retail shoe store trade in 
New York, Pennsylvania, Ohio and Michigan. 
Answer with references to Hyman Bros., 84 North 
St., Rochester, N. Y 
ANTED—Salesman with established trade 
who can use as a side line best line of shoe 
polish on the market. Good commission. In an- 
swer state territory you cover. Address A744, care 
Ls and Shoe Recorder, 207 South St., Boston, 
ass. 


Salesmen Wanted 


Opportunity for men acquainted with jobbing 
department and mail-order houses to sell line 
of specialties in men’s heavy footwear. Ad- 
dress, stating experience and references, A759, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











\ ANAGER, at present engaged in that capacity, 
4 desires to make a change January 1. Married, 
age 25. Five years’ experience. Al references. 
Address A755, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











5 











LINE. WANTED 


es of proven ability, second to none 

in his line, selling largest jobbers and retailers, 
and has always made good, desires suitable line. 
Might make small investment. Experience and 
ability. Address A756, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








comfort line, 75 cents to $2.75, 
wanted’ by salesman commanding large trade in 
Middle West. Five years’ experience. Commission 
basis. Address M. Silber, care M. Rusnov, 415 
South 3rd St., Philadelphia. 


$50,000 GUARANTEED SALES in ladies’ 


$4 00 will buy third share in a good-paying 
9 0 high-grade ladies’ factory. Salesman 
prefered. Address A758, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











Looking for a Bargain? 
FOR RENT 


A Modern Store with 
Fixtures Installed 
Lincoln, Belmont and Ashlan Aves. 
Best Available Location in 
CHICAGO. ILL. 


This is your opportunity to open another 
store with asmal! investment. The fixtures 
are practically new and will be sold very 
cheap. Store has been occupied as shoe 
store for past four years. 


LLOYD O. GILBERT 
Armitage 100 1279 Milwaukée Ave. 

















ANTED—SANDALS, CANVAS or FELT 

HOUSE SLIPPERS for side line in Middle 

West. Established trade of five years. Commis- 

sion oe M. Dresden, 3908 W. North Ave., Chi- 
cago, Ill. 

















WANTED TO PURCHASE 





INE WANTED for wholesale trade, 








basis, women’s, misses’ and children’s popul 


rice McKays, or women’s only, from a progressive 
factory able to handle jobbing trade am now sell- 
ing. Address P.O. Box 2626, Boston, Mass. 








STOCK FOR SALE 


}IRST-CLASS STOCK boots and shoes, leading 

store in thriving Illinois city. Stock invoice, 

about $7,000, clear, for sale or trade. Address 
Isenbarger & Fleming, North Manchester, Ind. 











FOR SALE 


Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. Noquantity too 
large. Short term leases taken. m- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 


The largest cash buying concern of every 
class of merchandise in the country. 
Telephone, Spring 2248-9. 





POSITION WANTED 


OUNG MAN, with six years’ experience selling 

to the shoe factories in this country and Can- 

ada, with headquarters at Lincoln St., Boston, and 

who has a thorough know'edze co: the shoe business, 

desices a position as Boston representative, with a 

progressive concern. A good business-getter. 

horoughly reliable. Has a large acquaintance in 

the trade. Address A752, care Root and Shoe Re- 
corder, 207 South St., Boston, Mass. 


HOE buyer and manager orthopedic spec alist 
open for new arrangements with live, pro- 
gressive concern offering responsible position. Ex- 
ecutive ability; systematizer; age 37; married; 
strictly temperate. Satisfactory references and 
bond. Full particulars, address A754, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








OR SALE—A good, live shoe business in town 

of 3,500 in northeastern Iowa. Good reasons 

for selling. No trade. Address A753, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








FOR SALE 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 


106 Grand St., New York City. Phone,Spring9413 











| ee SALE—Growing retail shoe business in 
thriving city of thirty-five thousand, in heart 

of the Middle West. Address A757, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 





OR SALE—Shoe store, best tourist town in 
Florida. Clean stock. reason for sell- 
ing. Address Box 628, Orlando, Fla. 








Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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BOSTON DEPARTMENT 


(Concluded from page 83) 

have been cuntinually employed for the calendar year previous 
to the time of distribution, which will come in February of each 
year, and be continued as long as the plan proves successful. 
This year’s distribution, which will total over $100,000 will, 
however, be made early in December instead of February, on 
account of the present high living costs, and it is stated that it 
will not in any way interfere with the usual cash Christmas pres- 
ents, which will be continued to all employees as for many years 
past. 


Shoe Exhibit and Sale at the National Allied Bazar 


The shoe industry has always nobly responded to the call of 
charity and it is the belief of the National Allied Bazaar that 
the generosity of the shoe trade will be made apparent in the 
donation of shoes for this affair. 

The Bazaar will be held in Mechanics’ Building, December 8 
to 20, and promises to be a great social affair. The plan is for 
manufacturers to send their footwear to stores in the city of 
Boston, with one pair to be on exhibit at the Bazaar. Sales 
will be made from these and Christmas certificate issued to the 
purchaser. This will be in the shape of an order on the shoe 
store for a pair of shoes and by this plan the purchaser becomes 
a customer of that store. The money received for these shoes 
will be used for the purchase of footwear for the women and 
children in the countries that have been ravished by war. The 
headquarters of the Bazaar is at 42 Trinity Place and the New 
England trade is invited to co-operate. 


WANTED TO PURCHASE 


WANTED TO PURCHASE 
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Buying for London Branch 


George Gregory, of Gregory-Bolton Co., Boston exporter, is on 
a ten days’ western trip, selecting samples for the London (Eng- 
land) office of his firm. 


English Visitor Here 


Mr. Abbott of Saxone Shoe Co., Kilmarnock, Scotland, is 
visiting A. E. Little & Co., Lynn. 


Visits U.S.M.C. Plant 


The Boston branch of the American Society of Mechanical 
Engineers visited the plant of the United Shoe Machinery Co. 
at Beverly on Thursday. 


$1,500 in Bonuses 


A Boston leather firm paid $1,500 in bonuses, in addition to 
regular wages, at its tannery last month. The bonuses were rec- 
ognition of good work. 


Death of Webster A. Cushing 


Webster A. Cushing, aged seventy-seven years, died November 
14th at the home of his daughter in Manchester, N. H. He was 
born in Hingham, and had resided in Rockland, Mass. for the 
past three years. He is survived by his wife, two daughters, a 
son, a brother and a sister. Mr. Cushing was in the shoe manu- 
facturing business for many years. He served four years in the 
First Massachusetts Heavy Artillery during the Civil War. He 
was a member of D. Willard Robinson post, G. A. R., of Norwell 


MISCELLANEOUS 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Retail Stores, etc. 


ing direct with us. 


Wire or Phone us New 





—w 
SELL US YOUR SHELF WARMERS 
We will at any time buy 10 to 100,000 pairs of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire plants, Wholesale Stocks, 
e have an unlimited ex- 
port outlet—you can realize best price by deal- 
Also bey merchandise 
stocks of every description smal 
or old style. Correspondence confidential. in- 
stant attention. Est. 1889. 
York Export Purchasing Corporation 
42 Lispenard St. 


T 


ORE LADDERS 


With Noiscleso Cushion Tire 
—_ a Rolling Trolleys 


EL Eccnomise every inch of wall space by making 
? shelving clear to ceiling accessible 


All Mercantile Lines 


and Impl Houses, 





i 


“876 


or large, new 








ew York City 








Correspondence Confidential 
stablished 1890 


y 
j 


nt Stores, Shoe and Drug 








GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


MISCELLANEOUS 


Stores, Dry Goods and Groceries, 
yw er eran ny ober ae 4 


Soe 





"hes 


17 Telepho [ 
LIGHT_RUNNING, NEAT AND STRONG 
SAFE_STEADY 
Just like going up or down stairs. No weaving 








We also purchase clothing, 


hats, furnishing goods, etc. 











Do You Wish to Raise Cash Quick? 
Entire orsurplus stocks of shoes,drygoods, 
clothing and merchandise of all, kinds 
bought for spot cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Brooklyn y ucchoeing Syndicate 
FRANK WALKER, Proprietor 
610 BROADWAY, BROOKLYN, N. Y. 














Retailers --- Manufacturers 
Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


Tel. 2328 Williamsburg 


ROI ar 


a ““AThousands of 
BUTTON 
Cen st ACHERS 


ARE IN USE TODAY - 


Save the Buttons 
Never , 
Cuts 

the 





AGENTS WANTED 





B. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


COLORS 
95 South Street, Boston 
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° . ood Sole 
Riemer’s W°3shoes:: 
For Farmers, Tanners, Butchers, 

Icemen, Teamsters, Etc. 
SHOES, $1.65. BOOTS, $3.25 
See our 4 Page Adver- 
tisement in last issue. 

A. H. Riemer Shoe Co. 

Milwaukee, Wis. 

Established 1887 


2450 2450 2450 
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MATE MARKS 
SHOES AND CARTON 
GUS V. WELLS, 531 14th St.,Des Moines, lowa 
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& CO. 
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4 No. X1678 y 
y Black Vici y 
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Kg $3.85 4 
i TYLE.” You know and ev- i 
4 i.) eryone knows—your mer- 4 
7 chant neighbors and your s 
Z sexes customers—that the one big y 
y feature that makes for popularity in y 
y women’s shoes is style. | No. X1676 i 
Z And it is just this factor that has bee y 
Zz established Virginia Temples in the bes r 
¥ stores of merchants and in the = \ 
> minds of well-dressed women ‘season & 
< after season. It is style that is going 
¥ to make your sales bigger and easier i 
y during December—and when you Y 
offer the super-style of Virginia y 
Temples for your customers’ ap- y 
proval, you’re bound to get the y 
business. i 
0 
Hundreds of merchants are enjoy- Re or y 
ing extra business because of the 9. - 4 
popularity of the three styles shown WY" gh 
. . ° ° & > oe 
here. This order form will bring <> 7 » 
them right to your desk, if you use oo set y 
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Trade Mark Reg. U.S. Pat. Off. 











With Christmas 
Approaching © and 


the end of 1916 not far off, we 
are afforded the pleasure of 
sending Yule Tide Greetings to 
the Trade, and wishing all full 
realization of every opportunity 


1917 has in store. 3 ss of 


T.D. Barry Company 


Brockton a = Mass. 
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SHOES FOR WOMEN 
MISSES 
AND CHILDREN 


important points in shoe 
manufacture are mate- 
rials; workmanship and fit. 


E have concentrated our 
efforts on these lines in 
our 41 years in the shoe 





trade. 
L EARNING to anticipate The “Squab”’ Last 
your needs we have devel- 
oped a stock service that In Black, Havana Brown and 
means you get what you Gray 
want when you want it. In Stock Dec. Ist 


tail has kept this service 
at top-notch efficiency 
and applied to our shoe 
making, has_ produced 
footwear you can. stand 
back of. 


E ARNEST attention to de- 


OTHING has been over- 
looked in style and de- 

+ signing, yet none of our 
shoes are freakish or un- 
salable. 





WING to market condi- 

QO tions some advances have 
been required, but our 
strongest effort is to main- 
tain quality at moderate 
prices. 


MAS business will include 
. footwear. Why not se- 
lect some styles shown The “Chicken” Last 
here, which we are pre- , 
pared to ship, or write us 
for details concerning Gray 


IN STOCK NOW them. In Stock Dec. 1st 





Write for Samples and Prices 


WEIMER, WRIGHT & WATKIN CO. 


ot33 8. 2ND STREET PHILADELPHIA © i210 0 £ ALLEN street 








In Black, Havana Brown and 
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IN STOCK 


Brown Cordovan Bal 
(Unbranded) 


Stock Style S 522 


Brown Cordovan Bal, Cordo Calf Top, Ritz Last, 

Heavy Single Sole, 8-8 Broad Heel. A _ wide, sizes 

7-10: B wide, sizes 6-10; C and D wide, sizes 5-10. 
$5.25 


17 LINES CARRIED IN STOCK 17 
——REQUEST CATALOG— 





= 








ast 








7 HOMPSON”’ Salesmen are on their respective territories with 
complete Spring and Summer, 1917, sample lines. A word from 
you at this time will insure a call and an opportunity of getting 

full data first hand. There are features of this season’s proposition 

you cannot afford to miss. 


HOMPSON BROS. INQ 


MEN’S FINE SHOEMAKERS e 
nn ces Ser 


NEW YORK BOSTON CHICAGO 
401A Flatiron Building 60 South St., Rooms 63-64 35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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EWE NTY-FIVE = BAY 


to thirty- five 


cents a pair saved on these” 


timely shoes means a fine 


extra profit to those who 


if 


speak now for them. 


We bought big quantities of these 
months ago, but they’re going 
fast and cannot be bought again 
at anything like our present 
prices. 


Order now and make sure. 


S. ROSENBERG 


“King of Jobs’”’ 
209 Essex St. - Boston, Mass. 


TERMS: NET 30 DAYS 


SAV 


25 Cents 


rer «$1.65 








No. 500—Men’s Gun Metal Blucher 
and Button, McKay Sewed.. . .$1.65 


Regular Jobbers’ Price $1.90 


25 Cents 
per pair 





Per Pair 





No. X45—Women’s Felt Comforts 
with ane no heel. Colors gray 
8. Rr ee $0.32% 


Regular Jobber’s Price, 57 4c. 


a 323e 











25 Cents 


SAVE permir a 52ie 





Per Pair 





No. X44—Women’s Felt Comfort 
Satin-Padded Insole. Colors, ox- 
ford, navy blue, green, brown, ma- 
roon, red and lavender....... $0.52% 


Regular Jobber’s Price, 77 4c. 











35 Cents 


SAVE == «$2.50 








3000--Women’s Black Vici Vamp, with 
Whine Cab. Top, McKay Sewed. A Hand. 
OPED GR cigs peed ccbcccissconccsed 


Regular Jobbers’ Price $2.85 














Feonceasecnsceusausenses 








NOTICE! THESE LOTS SOLD IN CASE LOTS ONLY 
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THE CLOTH 
FOR YOU 


ITS WHITE, KID LIKE FINISH AP- 
PEALS TO THE PARTICULAR PRO- 
DUCER OF MEN’S, WOMEN’S AND 
CHILDREN’S SHOES 


IMPROVES THE SHOE’S APPEARANCE 
ADDS TO ITS SELLING QUALITIES 


SUBMIT TO ANY TEST 
AND YOU WILL FIND 
THIS CLOTH THE BEST! 
IT HAS BEEN USED IN 
ONE MILLION SHOES 
WITHOUT ONE COM- 
PLAINT. THE STYLE 
AND WEAR IS THERE. 
USE 




















=” 





STEND 

















Boston 





J. EINSTEIN, Inc. 








MANUFACTURED AND DISTRIBUTED BY 





176 William St., New York 


St. Louis Montreal, Canada 
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~ One of our popular McKay 
styles. Made in Havana 
Brown Kid, Black Vici, Dull 
Cabaretta, White Kid, White 
Cabaretta, Russia Calf, Rus- 
sia Calf Vamp and Fox with 
Nubuck Top. 


McKays 
Exclusively 


Allen-Foster-Bridgeo Co. 
LYNN, MASS. 


BOSTON SALESROOM, 207 ESSEX STREET 
W. G. BRIDGEO and HARRY A. GOLLER, Sales Department 
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“Safety First” 


For You and Your Customers 








The only shoe you can 
bend like this with per- 
fect ease is an FE. C. 


SKUFFER. 








E sure to Illustrating the Super-Flexibility of E. C. SKUFFERS 
get the 
eet BE. GC. SKUF FERS — Theirsuper-flexibil- 
E. C. best exemplify the ity allows natural 
SKUFFERS never antiquated development of 
slogan Safety muscles and_ten- 
They are wide- First. 


ly but unsuc- 
cessfully imi- 
tated. 


Infringement of: 


our rights to the 
use of this name 
will be subject to 
legal action. 





No shoes embody 
so many funda- 
mental principles 
of foot hygiene. 


Their Five Toe 
Freedom prevents 
restriction of the 
toes. 


dons: 


E. C. SKUFFERS 
embody all the fea- 
tures of progress in 
footwear and are 
therefore particu- 
larly profitable to 
the shoe merchant. 








Made for the Entire 


Family and Only By Engel- Cone Shoe Com |p: 
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E. C. SKUFFERS | 


stee 














Illustrating the Development Achieved By E. C. SKUFFERS 


Figure 1. Natural impres- Figure 3. Relation of 


sion of perfect standing bones to correct fit in flex- 
foot---eventually produced  jble footwear. 
by exercise, proper fit, care 


and attention. Figure 4. The stride called 


Figure 2. Bones of perfect perfect--obtained in E. C. 
foot resting on toecushion. Skuffers. 


Figure 5. This last outline illustrates the stride of rolling- 
in arches showing flat innerfoot muscles touching the 
ground common to so-called fashionable shoes—can be 


cured by wearing E. C. SKUFFERS. 








Sold Everywhere 


|pany, Kast Boston, Mass. ¥, tees 
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Buyers’ Easy Reference Directory 








“Beaded Fi 


THE LACE OF QUALITY 


The Tips match the Braid 
All Lengths, Widths and Colors 


Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
[Auburn] PROVIDENCE, R. I. 





The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 














McKays and Welts 
For the Up-to-Date Woman 





Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 


CORDO-TAN 


A dye that changes a faded’ tan or light colored shoe 
to a rich deep cordovan brown. 

Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 package, with 10 cents added for parcel post— 
NOW. ' 

BLACKFAST DYE—As good for turning them black 


Same Prices 
149 DUANE STREET 
NN. ¥. 


ELIAS BERLOW NEW YORK, 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., Pa. 











Pompon and Tassel Makers 


Can Procure Specially Prepared 


SILKS 


We do not manufacture pompons. 


pn Silks are dyed to match all Shades of Leather, and are so carefully pre- 
pared that they make full, fluffy Pompons and Tassels, outwearing any 


slipper Write for Samples and Prices. 
The ROSENTHAL-STEWART GO., Inc. 
438 RIVER STREET PATERSON, N. J. 


T= matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Hitefupy 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 











We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 






ings and Shoe Store Sup- 


plies. 
0 Look for Our 
New 


permenarpanan. 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 


Headquarters for Find- © 





PASS THE BUCK TO 
KIELY 
The White (Buck) Man of the East 


A Factory with a Snow 
White Atmosphere 


ana SHOES FOR 


NFANTS, CHILDREN 
MISSES and GROWING GIRLS 


McKays and Welts 


Shoes that Fit --- Shoes that Sell 


KING KIELY OF THE EAST 
MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 















































ic’ Boule 


Top 














75 wea 
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Women’s Comfort Shoes | 








OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


oMoHusux HS ov 


LYNN, MASS.0-3.A. 





i 
TTT 





se See es nn ns se 
"BO YOUR WINDOW TRIMMING 


EARLY 


CHRISTMAS BACKGROUND PAPERS 
FURNISHED IN ROLLS AND 
SHEETS 


Screens, Pedestals, Borders, etc. Arti- 
ficial Flowers, Special Christmas items. 


Send for our complete catalogue. 


An invitation is extended to merchants 
to call and see our show room. 


DOTY & SCRIMGEOUR SALES CO., INC., 
« 74 Duane Street New York City 
ee a os 


SY 


A Treat to the Feet 
MACK'S FOOT LIFE 


TIRED, ACHING. 
PERSPIRING FEET. 


eader for THIRTY YEARS 
_ASSend for @ copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL C 
3B Jremont Se Boston Mass NY 


Sorensen rrr ts 
QGUUGUOOUGROUOSCORGCOUSURGQOOGHGROAOOEGUOUSOROROUOOOOROUORUROQSORONCN0R0000000000% 


There Never Has 
Been a Time— 


when so many shoe buyers 
attend the auction sales of 


HENRY LILLY CO. 


88-90 Reade Street New York City 


on Wednesday and Friday 
of each week as at present 


shaaiiababag’ 


-” 





















PL 
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HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


Let 








We carry a complete stock on the floor. 
us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


| 





Strootman Cushions Sell Themselves 


That is what dealers all over the country tell 
us, and here are several reasons why. 
Strootman gage conform to the feet and 
make walking a pleasure. 

After gently raising Bey arch, they hold to- 


ether the peeing and ankle bones and 
Cael eve pains in the heel and arch. 


With om ye Cushions rubbing of the 
skin and irregular movements of the foot 
bones are prevented. 


Will you be our representative in your town? 
Don’t delay—Write today. 


John Strootman, Buffalo, N.Y. 




















Black and White 
in Stock 


Black Vici, Full Foxed, White 
Washable Kid Top, Full Louis 
Covered Heel wit Aluminum 
Plate, Turn, —_— Height. 
AtoD. 2%to7 


$5.00 


122-124 Duane St., 
Powollar , NEW YORK CITY 


r/ SOE CO. x 


(LO s 100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 


Style 4915 


“ 











IN STOCK 
A re RE rcs ceko os 500s hossed $12.00 
Also 
Stock No. 1021—Pearl Gray..............--- 12.00 
Stock No. 1022—Champagne................ 12.00 
Stock No. 1033—Taupe.............-.2+++4: 12.00 
Stock No. 1035—Chamois...............+-+: 12.00 





Send for Sample Dozens. In Stock = 
TCODODOOUOUQAGOOOHOSGHOGRGOROOOUOOROROROROSOGUGROOGONOROOROOOSOOODRORORQRGCRCRCRCCOE: 
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THINK OF IT! 


Six Cents For a Matrix of This Group 
of Xmas Slippers 


— 
—_ 








Act Quickly! 

Be the first in your city to get this matrix and a 
series Of 24 other mats of seasonable slipper cuts. 
25 Mats at 6c. Each or $1.50 

These cuts are not the ordinary kind. 

They will give the Xmas spirit to your newspaper ads and bring 
business to your store. 

Only one set sold in a city. 

Your newspaper will cast these mats for you in return for ad- 
vertising space. 

You can’t afford to pass up this offer. 

Better send your order immediately. 

Our December Bulletin showing about 60 classy shoe illustrations 
for Xmas Ads mailed on request. 


THE WASKOW CO., Ince. 


Specialists in Shoe Illustrations 


551-57 W. Washington St. a re Chicago, IIl. 











POCUUUSUOEUELUALOOUOUOOEOEAULUGUNEOENEOEEOOUOEEEAUAHOUREOEOUSUSEOESSOSOSESOSSESUSEOUSSESESESOOOOOOOOOOUOOOONONNNOS: 





a 











(OER EO 
Little Gents ....... $1.55 to $1.85 


In-Stock for At-Once Delivery | 





en ne eee PRICES, aa 












QUICK SHIPMENTS 


HONEST WEAR 
IN EVERY PAIR 





Send for Samples from 
Our Complete Line of 


ERICAN 
fence WE-L-Trnm 











SHOES No. 51 
No. 74 Boys’ Gun Metal Bal, Goodyear Welt, 
Boys’ Gun Metal Button, American Welt, Also---Elk Shoes for Invisible Eyelets, No Hooks, Newport Toe. 
Essex Toe. 1 to 6. Boy Scouts 1 to 6. 
Price $2.25 Price $2.50 





MARSTON & BROOKS CO. “iin” 




















Buyers’ Easy Reference Directory 


E2525E2EDED ED EDEL EL ELEY 5952 5 5D ED ED EN SLR ETSY E250 50 52 50 ED EVER TED STEED EER ENE 
CHANDLER’S FAIRY TIP LACES, TUBULAR and ROUND $ 


Lengths 27 to 72 inches In Stock 
Prices Below For At Once Deliveries 







Pat. 540—Fine Mercerized, Tubular, Popular Fairy Tip, Small Dressy 


: Ti 
40 in. BI’k & White... .$2.40 Gro. 63 in. BI’k & White. . .$3.50 Gro. 
40 in. Russ. & Colors*.. 3.25 Gro. 63 in. Russ. & Colors*.. 4.75 Gro. 


‘* 


RMESSSSS SRSVSSRRERERSRERESF 


Pat. 96—Round, Mercerized, Fine Quality, Fairy Tip. Especially 
suited for women’s boots 

40 in. BI'k .* White. #32. 25 Gro. 63 in. BI'k & White. . .$3.15 Gro. 

40 in. Russ. & Colors*.. 2.80 Gro. 63 in. Russ. & Colors*.. 3.90 Gro. 

*COLORS—Wine, Champagne, Tan, Mahogany, Cordovan 

Brown, Bronze, Light and Dark Gray 

B Cc. A. BROWNING CO., 30 FRANKLIN ST. BOSTON, MASS. 


RSSSSSSSSSSVVvAssssessssssssSRsVVVeVessyeyervesy 
ELLERS-EVERS-CO-IN 
——e 


IN STOCK 


3515 A-D, $4.00 


Women’s Pat. Colt 
Button 


EQ EVEL EQ EY ELEY EL EL EV EVER EL EY EY SVE SL EL ET EL EL EER 








Pearl Gray Kid Top Vv 
Pearl Buttons E 
Lea. Heel = 
Flexible McKay T 
i 

E 


A Beautiful 
Boot 





Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 


CUSHION SHOE FOR WOMEN 


The line that advertises itself— 
women wearing them will send 
customers to your store. You 
will also secure business on 
other styles by getting the 
women into your store. 


WRITE FOR EXCLUSIVE AGENCY 


John Ebberts Shoe Co. 
Buffalo, N. Y. 


B-145 

Vici kid lace boot 

hand turned sole 
Tip on famous 

Easy Joint Last 

B-144 All Vici. pred stip oe eoma) 








IN STOCK 
SATIN SLIPPERS 


FOR EVENING WEAR 


mS Made of good serviceable satin, in operas, 
f with and without rosettes. In Cuban or 

1-2 Louis heel to match. Black, white 
pink, blue. 







SLIPPER CO. 
116 Duane St. 
NEW YORK, N.Y. 






TERMS 
3% 10 days; 
30 days, net 








SSS] TTMMIMMMMMIiir 





a ——h—h—h—h—hLyxyOyO[- 


[COLUMBIA | 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA COUNTER CO: 


349 CONGRESS ST. BOSTON, MASS. 
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HiNAU HVAT ANNAN s 


Easy to drive on. Hard to 
wear off. Made from 
drawn steel. Free 
samples on 

request 


Mr. Retailer:-- 
Tell your repair man 
to put these heel plates on 

your customers’ shoes. If you 
jobber can’t supply you WRITE US 
NATIONAL SHOE PLATE MFG. CO. 


IMMEDIATE . 
1248 West Third St. Cleveland 


DELIVERIES 





Original In Use 
Over Sixteen Years 


IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS raro| 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 


Cures Sprained Ankles—For Children 
Learning to Walk—FOR SKATING 


Order by Name from 
your Jobber or Direct 


x3 aot & T-7 
“Sonn Vesrie & 
206 S. Market S 
Chicago, I11. 


Nathan Anklet Support Co. : 


81-90 Reade St. New York Cit 














BOOT AND’ SHOE - RECORDER | Dec. 2, 1916 


— 
nN 






r 





PLAY SHOES and SCHOOL SHOES 
FOR CHILDREN 

All Double Sole, Double Goodyear Stitched, with Welt—No 

Nails, No Tacks, Very Flexible, Best of Sole Leather 


BALS BLUCHERS 
5410—Tan LotusCf. 5510—Tan Lotus Cf. 
5411—Gun Metal 5511—Gun Metal 

§to8, 8% toll 
11% to2 


E. J. RAMSEY & CO. 


407-413 East 91st Street pe ‘ 

Lotus Cait : 

NEW YORK 6to8, S81-2toll, 111-2to2 : 
CHRGRECRERGRRREEEEE | CCRCROGRRARERERAGRRRGRORRRERRRRRRERRRCRROCREEE 


LOOK! Its black. jet black, ee 


not aqray black-thatisone THE ADVANTAGES OF 
reason whu CLEVELANDS 7 

SUPERB OIL SHOE POLIS 
1s preferred »2*en% 


BLACK- WHITE - TAN 








SCHOOL SHOES 
BUTTON 









PLAY SHOE 


5610—Tan Lotus Calf 

6611—Gur 

5612—Patent Leather 
5to8, 81-2toll, 111-2to2 
















Perfection 





Circlettes 





With the Sharp Shoulder and Broad Wear- 
ing Surface 


They don’t scratch floors They do protect 

= They don’t wear slippery They do stop uneven wear 

They don’t drop out ‘ They do prevent runover heel 

PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 5, 















AUAAUGROREGRREGORGRRORGRORS 





_fiden T. Clevela Mig Gn 


Boston, Mass. 








THE COPYRIGHTED 


‘*SHOE AND LEATHER LEXICON” 


AND 


‘*“SHOE FITTING’’ 


Are two standard authorities, recognized as such be pore ae the shoe trade because of the painstaking care and 
accuracy of detail with which they are written and compiled 


Sharply trimmed down to essentials, not a word wasted, they 
op Me for any one whose business it is to “know shoes,” and to sell 

Both ere published by the Book Department of the “Boot and Shoe Recorder.” Price 40 cents per copy, three 

copies fee $1.00 (mixed order if desired) postpaid. Please send cash or check with order, or stamps for less than 


a dollar. 





present in y 7 form information of the most 














- 
€ 
ie eee 


BROCKTON MAS 


BOSTON OFFICE EW YORK OFFICE CHICAGO OFFICE 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 


Makers of Honest Value Shoes to Retail $5 to $7 





’ re a eR a pn 
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We put our whole sole into our boot ! on 
SS BBER Ue 
Pap Sassi LEATHER SOLE 


A, BOOT 
John H. Parker Company Arsene 





~’ 


“4 
7) 

“ATENT O 
This stamp appearing on 

the sole-of every pair of 

boots which we bottom is 


I keep th :, 
t pays | sehen e . tee a guarantee of good work 


25 James Street :: Malden, Mass. 











Our customers appreciate the dependable 
quality of material and workmanship 
which has characterized 


Parker's Rubber Upper Leather Sole Boot 


for over thirty-three years 





Manufactured only by 


- John H. Parker Co. 
Malden, Mass. 





eNWPARD 
oer R Whe 


LEATHER SOLE 








This stamp appearing on 
the sole of every pair of 
boots which we bottom is 
a guarantee of good work 














Reena 
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The H & F shoe for men, mirrors the 
taste of high class trade. No other 
shoe is exactly like it. You will find 
this shoe meets every requirement 
of the trade you have, and the 
trade you wish to obtain. 


“EVERYTHING NEW THAT’S GOOD’—ALWA YS 












Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 









The New Style Arctic Buckle «“SURE-LOCK’”’ operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. | 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. ' 





delice ddielsielidateltdiatalcs 
ee ee 2 ee, | 











NEW IDEA IN 
FLEXIBLES 


The K-B Patent Innersole 
Does It 


oft Wa 


BENDS WITH FOOT 








Comfortable as a glove without a breaking-in process. 
Extremely Flexible from heel to toe. 
It is a GENUINE GOOD YEAR WELT, and the best flexible shoe made. 
Once worn, the wearer is sure to retain a kindly feeling for 


THE SOFT WALK SHOE 
MANUFACTURED FOR THE JOBBING TRADE BY 


KNIPE BROS., INC. 


WARD HILL, MASS. 


W. A. KNIPE, PATENTEE 
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The shoe cloth with the leather 
appearance. 

Makes Well Looks Well 
Fits Well Wears Well 
Cleans Well 
Feels soft on the foot and retains 
this feature after many cleanings. 








A Gitterman Suzgestion 


Dec. 2, 1916 
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“Your Prices Seem 
Mighty Reasonable”’ 


was the remark made by a 
large buyer recently in refer- 
ring to our product. 

When you consider the condi- 
tion of today’s market, this is 
true; but with our long experi- 
ence in manufacturing, con- 
centrating on a particular style 
and method of footwear and an 
unusually low overhead, we 





Boulevard Sandal, Cut-Out Front are able to warrant such ap- Sport Oxford, White Buck, Russia 
ee perp tere Pera preciation on the part of our Calf Bal Strap, Marathon Last. 
Dull Kid or Gun Metal. trade. 


Style shoes have become sta- 
ples, and we venture to say 
that there is no popular model 
on the market today that can- 
not be found in the Mitchell- 
Caunt line. 


Let us know your requirements— 
we know that our Shoes and our 
Service will always satisfy you. 





Patent Vamp, Panama Button, Dull 


r ish, Top, 
Top; Peri fa Galer’ teak Yoke Vamp, 8-inch Polish, Wave Top. 
eel. 


Cuban Louis Heel, Boardwalk Last. 







Brogue Vamp and Fo: 
Polish, Caen leo 
Heel, Great White Way 
Last. In all leathers. 


“Good Merchandise plus Service equals 
Business Success.”’ 


Mitchell-Caunt Company 


Factory, Lynn, Mass. 
BOSTON OFFICE, 72 LINCOLN STREET 





















Reg v5. Pat. Orrice 
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-~* the closing of one of the 
notable years in the history of 
ONYX Hosiery Selling we desire 


to convey our congratulations and thanks to 
the Retail Shoe Merchants of America—on the 
excellent business they have recorded. 


This has been not only a remarkable year, but 
one unparalleled in character. The high price 
of raw materials and shortage of labor at the 
mills, due to exorbitant salaries offered by mu- 
nition manufacturers, have created problems 
almost without profitable solution. We want to 
thank our customers for their loyalty and _ their 
acceptance of our best efforts even at times when 
we found it impossible to completely fill their orders. 


Chicago Office: 


The Lytton Building Emery ~- Beers 


San Francisco Office: NEW 


Bankers Investment Building 


SUCCESSOR TO THE 
Lord & 





Cc 


Y 


WHO! 
Tay 
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Reg US Pat. Office 


HILE the war lasts these con- 
ditions will probably continue, 


but we can assure our customers 
that our resources and experience will en- 
able our house to give them the maximum 
service. 


The coming Spring and Summer season prom- 
ises even better business than we have just ex- 
perienced, and, unmatchable as it is, our service 
capacity is taxed as never before. With a sin- 
cere desire to serve our friends of the Retail Shoe 
Trade we earnestly counsel immediate orders on any 
lines of ONYX you need for next season. To hesitate 
longer will mean many lost sales. 


Boston Office: 
5) Company, Inc. 31 Bedford Stree! 
Y Philadelphia Office: 
os 1033 Chestnut St. 
HE WHOLESALE BUSINESS OF 


& Taylor 





TITTIES 
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: 
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FUT ann 


ICE 


214 Third 


and Women’s 


Their grip is s 
creep, but can 
easily adjusted 





Never Slips 
ST 


LL 


The Stitch 
that is sunk 


sole means 


absolute 





The Landers Felt- 
Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 
leather. 


No swash. uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. 

The result is a sole of surpassing smoothness 
and comfort. 


Feature these inner soles in your shoes. It will 
pay you—many times over. 


The Landers Brothers Company 
Toledo - - - Ohio 


HUCUUUEREUCOUEEEOUOUSESUGUOUOOROUCUOUEEOUOOEESUSCOOOOSEOCOOUENSUOUOSEOUOOOOSSNEGOOOOOUSEEOOOEOEOOOOOOONNEOOOOOOOONNES 


BURDETT’S SAFE TREAD WELTS 


IN STOCK Wilthe Be Button. 
AT THESE PRICES WHILE THEY LAST 11 toa 
CHILDREN’S—MISSES’—GROWING GIRLS’ 








Style No. 72 


Mat Kangaroo 
Top, Patent But- 
foe. Widths C, D, 


Fi to 11...$1.90 
11% to 2... 2.25 
2% to 7... 2.70 






Cc. H. DANIELS 
Lees Building, Chicago 


M. E. SMALL 
127 Duane St., New 





The F EATHER WEIGHT 


Cc. W. CHURCHILL, Manufacturer 


| ee an article on which retailers 
make big profits. 
fit and easy to sell. Made in Men’s 


in the inner- 


foot comfort 


TITTLE 


Same in Gun Metal 


BURDETT SHOE CO. 


Send For New Catalog 


CREEPER 


Street, Lowell, Mass. 


No trouble to 





Fig. 1 Fig. 2 


S1zZes. Fig. 1 shows cree pushed up from heel : 
when not in use. Fig. 2 shows creeper in use. = 
ure. You do not have to 3 


step with confidence. They are light, simple, durable, 
and won’t come off. Order from your jobber at once. 














“The Shoe 


Trades J ournal ! 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes in 


ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAHB 


STRAITS SETTLEMENTS, etc., etc. 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


iii iii) 


$3.00 a year 


Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. i 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 


10 cents a copy 


bh lalalaliii iii iii ii iit 
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Style No. 77 
Black Cloth Top, 


Style No. 68 





FACTORY 
York LYNN, MASS. 


BOSTON SALESROOM 
207 Essex St. 


FUORUURCURRORCRCREGRROERRDRDOED 
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66 OW can you best judgea person’s character at first glance—by studying 
the eyes or the mouth?” a woman who wears her clothes well was asked. 
And without «a moment’s hesitation she answered, “By looking at 
her feet!’ 


The little refinemer:+. ¢i.¢ taste of selection, the fit and the form, are things that 
count for much wii women, and so count for a great deal in the field of feminine 
footwear fashion. 


They are the things that have made the Lindner line of appealing interest to the 
woman of taste and refinement; they are the things that will make the Lindner 
line a profitable line for you to put before these women, in your windows and on 
your shelves. 


— 
Z. 


NA 





’ 


NA 


HAVANA AAA NAAN AAA 


It will be profitable for you to investigate now by inquiring for details and prices 
They will interest you. 


LINDNER SHOE COMPANY 
CARLISLE, PA. 
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BUCKLOTH 


The Cloth De Luxe 


This newest of shoe toppings touches 
the keynote of the latest fashion pro- 
nunciamento—cloth topped button boots. 
This word comes direct from Paris and 
New York. Buckloth is smart, stylish, 
strong and easily cleaned. Surface as 
smooth as buckskin and just as fascinat- 
ing. Made in white, castor, chamois and 
gray. Write today for samples of the De 
Luxe Cloth. 
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\A 
J. EINSTEIN, Inc. 


Largest Shoe Cloth Operators in the World 


176 Williams Street 
New York City 


ST. LOUIS MONTREAL 





BOSTON 
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This is the machine 
that has solved the 
“button problem” 





It’s yours for $100--No 
lease, no royalties 


YOU OWN IT! 


With the Kelly Button At- 
taching Machine you can do 
the work quicker, better and 
with infinitely more profit. 


Note the time and money- 
saving features: 


AN ADJUSTABLE BUTTON 
SHUTE—Running buttons of all 
sizes and styles Milos, Pearls and 
Fancies. 























NO TUBES—To be mislaid. 
A DOUBLE HOPPER—With two styles of button 


ready for use. 


A FASTENER REGULATOR—Adjustable to make 
buttons loose or tight. 


A SAFETY GUARD—Preventing the scratching of 
patent tips. 


A POINTER—Showing just where the button will 
be placed. 


Write us direct—and do it today ! 


Kelly Button Machine Co., Inc. 


Board of Trade Building 


NORFOLK "0 os VA. 
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Tufted Quilted and Built in the Shoe 


This construction of the Honorbilt Cushion Sole 
Shoe makes it ‘the most thoroughly serviceable and prac- 
tical Cushion Shoe manufactured. 





It excludes all the faults so common in other makes 
and gives absolute satisfaction. No bunching of the felt 
or shifting or slipping out of position. 


This construction is exclusive with us, and 
patent has been applied for. 













HONORBILT 
CUSHION 
SHOES 


There is a big popular demand for Cushion 
Shoes and the Honorbilt line will surely secure 
this valuable trade for you. 


Write for Cushion Booklet Full Leather Vamp 











P Solid Oak 
Tanned Heel 


Steel Shanke Spring Step Red 


Plug Rubber Heel 
Soft Quilted Felt Sole ; 
ag ——_ Solid Oak 
Solid Oak Tanned Insole Tanned Outer Sole 


Inside Cork Filling. “Stitched Through Inner Sole and Fastened Underneath 


F. Mayer Boot & Shoe Co. 


MILWAUKEE, WIS. 











HONORGILT 
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White Canvas Hart Pump 
15-8 Half Louis French Covered Heel, 16 Last 


WINGATE SHOE CORPORATION 


HAVERHILL, MASS. 


BOSTON OFFICE,. ROOM 303, 183 ESSEX STREET 
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The “young fellews’’ will fall for 
this all right. Here’s a shoe with 
the winning characteristics you 
can cash in on. : 





With this shoe you are 
sure of easier sales and 
the utmost satisfaction 
to customers. This shoe 
is well made throughout 
and will hold its attrac- 


tive appearance. 
OUR SPARK§LAST 
Reve esas Calf Vamp, Battleshi 

id Top, Win ip. Pin-Hole 
An Be hite Sole Stitch and 
Blind Eyelets. Also made in Black 
Calf Vamp with Grey or Champagne 
Kid Top. 


STONEFIELD-EVANS SHOE CoO. 


ROCKFORD, ILL., U.S.A. 
Chicago Office - 708 Security Building 
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Did you ever see 
like that ?— 


Sher e is constant 
sup ot tothe arch 


h the ulmost> 


TN action. 


lt is the feel~ aswol 
as the Jastion-that 
makes sales. This is 


THE Seay beri ne 
Made by Anoldan 
selling dav in day 


out ee 
vetail stores sos 
he counts: 

$622 to #Bee” 


IN STOCK 


Movet No.225-ENGLISH TOE 
GLOVE GRIP English weed 


Glazed ka ? heel loge 
BO beat Woabs 


OUR CATA LOGUE 
SHOWS OTHER STYLES — 

















THE LI yt 70 OSITION 
A DE} 


WP TO 


You can put your money 
into GLOVE-GRIP’shoes know- 
ing youll get it back witha 
profit.  Wehave pro- 
duced genteel styles, the 
kind most wanted-the kind 
Steadily salable and contin- 
uously creative of satisfaction 

We guarantee all the style 
that young or old men want 
- more quality than ord- 

inarily found-and 
deliveries any 


ses eRe 


‘GLOVE-GRIP" “GLOVE -GRIP” 
MODEL 225, GLAZED MODEL 472, GLAZED 
KANGAROO BAL “ENGLISH™ KANGAROO BLUCHER "BANKER" 
Last - ATOE- Stroll LAST - ATOE- S Toll 
RETAILS 6. To $B RETAILS #6. 10 *8 

MANY OTHER EQUALLY ATTRACTIVE STYLES. WRITE FOR FALL AND WINTER STOCK STYLE BOOK. 











M-N:ARNOLD SHOE C2 


FACTORY AND STOCK DEPARTMENT 
Caee aN TON AS Sui clad 
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Gis merchants realize that better 
profits are obtained by showing the 


New Styles Lirst - 
E-PReed & Co. 


ROCHESTER. W. 'Y. 
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It’s very 
natural. 





DUCATOR 
tS 


perfectly natural for people to buy 
Educator Shoes, 


National advertising and metropolitan news- 
paper advertising has given the people such 
good orthopedic and common sense reasons 
for wearing Educator Shoes that the buying 
is a natural consequence. 


Because of this consumer condition more and more shoe 
retailers are putting Educator Shoes in stock. 


The shoe retailer who does not carry Educator Shoes is 
losing good business. 


Remember that Educator Shoes are absolutely staple 
and are carried in stock by each of our nine wholesale 
Rice & Hutchins houses ready for immediate delivery. 











WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Philadelphia 


Rice & Hutchins, Inc. 
20 High Street, Boston, U. S. A. 
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